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We will be glad to discuss post-war 


oe plans with you at the Chicago con- 
b, vention ...Rooms 1231, 1232, 
_ 1233, 1234, Morrison Hotel. 
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THE DRYEST SUMMER on ree- 
ord, externally as well as internally, 
finds the shoe trade at the door to 
Winter with a responsibility to sell 
and serve the American public with 
footwear for inclement weather use. 
The first drenching rain in New 
York sent us around to the repair 
shops to see what was happening. 
Every seat was occupied with peo- 
ple who wanted immediate repairs 
for, in many cases, the public is 
back to one pair of shoes. This is 
particularly true in the children’s 
field; and make no mistake about it, 
the critical months of October, No- 
vember, December, January and 
February are right here and now, 
al your fitting stool. 


The children of this country have 
a real grievance and whether to 
voice it at the door of OPA or 
WPB or at the shoe store or the 
factory, is beside the point. This 
country is definitely short of chil- 
dren’s shoes for Winter wear. 

If you have in your stock or on 
order treated soles that have a de- 
gree of longer wear or a degree of 
waterproofing, you are a benefactor 
to the health of children; and by 
the same token, to adults—male and 
female. If we have a stormy Win- 
ter, it’s going to show itself first in 
the shortage of shoes in the public’s 
possession. We are not talking 
ebout office people and old people 
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who don’t wear out shoes but of 
children and workers who need dry 
shoes for stormy weather wear. Two 
pairs of ration shoes are too few, if 
we have a single week of continuous 
rain, snow, sleet and slush. For re- 
member, America is also short of 
rubber protective footwear. 


We mention these things to em- 
phasize the fact that weather too 
plays a part in American shoe life 
and that the merchant’s selections 
“to please the eye” may not be ade- 
quate in a period when sturdy wear 
is imperative. 

* 


ARTHUR E. SANDBERG, District 
Miscellaneous Products, Rationing 
Specialist in the Office of Price 
Administration, Springfield, IL, 
writes: 

“This office is very appreciative 
of the manner in which you brought 
to the retailers and manufacturers 
the facts as they actually exist, rela- 
tive to the shoe rationing program. 

“Having spent some thirty years 
in the retail shoe business, I realize 
how the trade depends on the trade 
magazines and trade papers to keep 
them correctly informed. The fine 
cooperation of the publishers of 
trade papers and trade magazines 
has meant a great deal to the suc- 
cess of the shoe rationing program, 


for which we are very grateful. 
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“The uppermost goal is to win 
the war in order that this great 
country may continue to exist un- 
der the type of government our boys 
are fighting to preserve, and we 
know that you, and the organiza- 
tion you represent, are doing your 
bit in a creditable way.” 

* 
MEET WILMA BELL, promotion 
director of the publication Made- 
moiselle, and you are in the pres- 
ence of a vibrant, enthusiastic per- 
sonality. She made an amazing 
statement, to the effect that shoe 
men are not in a separate class by 
themselves because every man and 


terest in footwear is universal be- 
cause no other article of wearing ap- 
parel has so personal an appeal. 
Most anyone, anywhere, can talk 
with authority about shoes because 
shoes are a living part of American 
life. 

We were charmed by. Made- 
moiselle’s ‘offices in the Chanin 
Building on 42nd Street, where the 
personal preferences of each execu- 
tive produced a color scheme in each 
room, according to his or her tastes. 
It’s amazing what can be done with 
wall paint drapes to brighten 
the place where you work and where 
you spend your most important 
waking hours. 
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In the office of Mrs. Betsy T. 
Blackwell, editor-in-chief, a curio 
cabinet contained one of the finest 
collections of miniature shoes of 
porcelain, glass, leather and lace. 

Why should an office be just 
formalized desks and walls and the 
bare necessities of business opera- 
tion when, by a little creative think- 
ing, they can be talking points of 
interest to all? We take this liberty 
of putting the spotlight on Mrs. Bell 
and these offices in the belief that 
shoe stores and shoe offices might 
well take a lesson from Mademoi- 
selle, 


AS YOU DESIRE IT 


—tt's interesting to walk alon 
this great coun 
ours and watch people as 
they stop, look and hesitate be- 
fore attractive window displays. 
—It may be shoes, clothing, elec- 
tric refrigerators, automobiles or 
any one or more of a hundred 


on display—being out of uc- 
_ suggestion of ownership is there 
just the same. 
—People walk into the store, more 
hesitate, and still more pass on. 
—But back of it all there is a great 
burning desire to buy, buy, buy. 
—Our people, accustomed to a de- 
servedly high standard of living, 


“This desire, this need, 

is a great, 
» emotion that is bound to burst 
= some day in a wave of 

“ing that will stagger us with 
immensity. 


, and some day 

long su will to 
catch up with demand. 

—So, ith all of our War and Tax 


IN THE SEPTEMBER Voice of 
Servus, the house organ of the 
Servus Rubber Company, there is a 
letter from G. I. Joe, who is some- 
where in France, addressed: 
“Dear Folks: 

“I wish some of the workers you write 


about back home could change places 
with some of us fellows in the line. 


We'd be shot for absenteeism over here, 
and a day off for fishing is one of those 
wonderful things we dream about. 

“f'd like to make a deal with any one 
of them. I'd like to change places atid 
work at his machine while he takes my 
gun for a day. He'd soon want to change 
back, . Last week in Normandy, when we 
were ridding some Germans snipers from 
an old barn, three of us dropped into the 
hay loft. The Nazis were there, too. I got 
cornered and couldn’t protect myself. I 
had exhausted my shells. Nels was along 
and hit out fiercely like the Viking he is, 
and I came out of that deal; but it was 
too close for comfort. 

“I sure miss Nels. He's in the hospital 
back in Paris, down with pneumonia, and 
I don’t know how he’s getting along. 
The QM promised him a new pair of 
rubber boots when the shipment caught 
up with us, but it never arrived. 

“Why are they relaxing back home? 
That’s what we fellows over here would 
like to know. If Nels had quit I wouldn’t 
be here to write this, and if all of us 
quit, the Heinies could stop where they 
are and make another Lidice eut of every 
city and village in Europe. 


“Ask those guys and gals who are quit- | 
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MORRIS SPELKE, shoe man of 
Stamford, Conn., together with 
Arden Dolson and Harold Frankel 
went fishing the other day. Morris 
said to Harold when they started 
off for the fishing grounds: “Every 
fisherman must do his share of the 


‘ work on a fishing trip. On this one, 


your job is to do the bailing.” After 
& time they were really riding the 
waves and although the deck was 
totally dry, Harold was told to lift 


up the board amidship. 


Water, 
portent of disaster, was there—wa- 
ter in the bottom of the boat—the 
bait well. And how was the ip 


nocent Frankel to know? Quite 
naturally he relied on the integrity 
of his friends. So when they sug 
gested he bail, he bailed. And to 
show his wholehearted cooperation 
he bailed and bailed, like mad. He 
wasn’t making any progress. Fi- 
nally, of course, it dawned on him— 
the abominable trick—putting him 
to work bailing the entire ocean out 
of the bait well. 


“It's our jet propulsion skate-shoe to make your gas coupons ge further.” 
Boot and Shee Recorder 
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they'd like to change places with m 
As ever, 
Fost WAR GRROVUCTS vic 
elit 
an 
wa 
— tr 
— | 
articles of necessity, comfort or ing 
Ba luxury that are on display. pa 
me ae —Many of these things are mere tar 
de 
qu 
tir 
th. 
power of our people must be ‘of ) Ly 
something to look forward to. — @ 
2 


jer 


DEMAND 
And the SUPPLY OUTLOOK 


Will Conditions in the industry Permit the Rapid Unwind- 
ing of War Controls and Transition to a Peacetime Basis 
When V-Day Marks the End of World War Ii in Europe? 


Waar are the immediate prospects 
confronting the shoe industry? Will 
victory in Europe bring a radical 
change in the outlook and pave the 
way for swift return to normalcy in 
making and selling footwear? After 
three years of war a restive industry 
is tempted to hope for the very rapid 
climination of wartime regulations 
and controls and for the restoration of 
what is now recalled as normalcy. 

Current discussions of unwinding 
war controls, of reconversion and the 
transition to a peacetime business ba- 
sis generally visualize the process as 
similar to changing sets on a revolv- 
ing stage. All that is needed is to pre- 
pare the set, dim the lights momen- 
tarily and when the stage turns, peace- 
time business will be a fact. If pros- 
pects are as simple as all that, a good 
deal of breath and ink are being 
wasted today. The fact of the matter 
is that more than two years were re- 
quired to build the structure of war- 
time controls under which the shoe in- 
dustry is operating today. Dismantling 
that structure and simultaneously re- 
pairing the facade of normal business 
will not be an overnight task. Facts 
must be considered and some of these 
facts are disturbing. 

The first and most important query 
to which shoe manufacturers and re- 
tailers must address themselves is— 
What is the potential demand for foot- 
wear today? This is a fundamental 
question and it takes precedence even 
over matters of probable supplies. Not 
only the war agencies but the industry 
as well must be vitally concerned by 
the demand it might have to fill, as- 
suming that restrictions are removed. 
That demand represents the level at 
which production would have to be 
sighted, and the consequences of any 
considerable discrepancy between con- 
samer wants and the industry's ability 
to meet those wants would be serious. 

Tt has been well established that 
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demand for footwear has a direct rela- 
tionship to the national income and 
to general purchasing power. There 
is sufficient evidence both prior to the 
war and since 1941 to confirm the ef- 
fect of purchasing power upon de- 
mand for shoes. In the four years 
prior to 1943 total national consump- 
tion and what that meant in per capita 
usage compared as follows: 


Total Consumption Per 
Capita 


Civilian Shoes 
410,064,000 pairs 3.13 
415,619,000 “ 8.15 
438,134,000 8.30 


(In 1939 the national income was 
$70 billions; by 1943 it had risen to 
$145 billions and has since remained 
approximately at that level.) 

The high water mark was obviously 
reached in 1942 since rationing last 
year and this year has forced a sub- 
stantial readjustment in consumer de- 
mand, Current levels of overall shoe 
production do not seem, at first 


glance, to compare unfavorably with 
previous years. In the first six months 
of 1944 there were made a total of 
211,104,000 pairs. This would be 
equivalent to an annual output of 422 — 
million pairs. However, any compari- 
son of current total output of civilian 
shoes with the production or consump- 
tion figures for past years is invali- 
dated at once by the large proportion 
of non-rationed or non-staple types of 
shoes in present production. Actually 
the per capita ration of two pairs per 
year now in effect very closely ap- 
proximates estimated production of 
staple or rationed types of footwear. 
Consequently the total production for 
1944 must be substantially discounted 
in order to arrive at a measure of 
available supply of shoes this year in 
comparison with the total consump- 

tion in previous years. 
Probably no more than two-thirds 
of the shoes produced in 1944 repre- 
[TURN TO PACE 60, PLEASE] 


POTENTIAL AND ACTUAL SHOE DEMAND 
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WITH all the restrictions in styling of 
street shoes still effective as far as your 
present stocks are concerned, unrationed 
shoes continue to have an important job 
to do in giving a lift to your displays and 
your customer’s spirits. In a year of sim- 
plified displays and gift packaging, the 
merchandise itself will have the major 
role “in carrying the Christmas spirit. 
This year’s leisure shoes can do so very 
effectively, as ‘is well illustrated in these 
models. 

This year, in spite 6f wartime short- 
ages, there are types for evéry taste and 
need and we strongly recommend keep- 
ing the idea‘of a slipper wardrobe before 
your customer. When merchandise be- 
comes more plentiful again, you will be 
glad that you have done so. Certain slip- 


per styles go with certain robes, negligées 
and house coats, just as definitely as do 
more formal shoes with corresponding 
clothes. Coordination is as important 
here as in any other kind of costume . . . 
coordination of type, material and colors. 

Developing this thought, makers of in- 
door leisure shoes of the future will have 
the opportunity to create many interest- 
ing new styles and types. The idea of 
comfort, too, can be carried much farther 
than has been done so far. New broader 
lasts, widely used now in street types, 
should be developed for indoor leisure 
shoes. An example of one such last, al- 
ready in use,.is illustrated. It. embodies 
a style, as well as a comfort, idea. More 
such developments are needed and will, 
no doubt, be forthcoming in the. future. 
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THE FESTIVE NOTE 


The Gay Colors and Pretty Materials of Indoor Leisure Shoes Can Be an 
Attractive Part of Your Christmas Display This Year as in the Past. Best 
Sellers Every Month, They Are Still Important Christmas Shoe Store Items. 


4 
inding and bow, a K. K. 
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:Clockwise, starting lower 4 
Joyce. Chinese type material = 
trim, th “rr with red satin | ‘ ; 


TOP TO BOTTOM 
Clockwise, starting lower lejt: 
Brown leather slipper on leather 


More cushion-y soles, more uppers de- 
signed for easy adjustment . . . these may 
well be developed still further. You can 
play up these ideas in your present stock 
of slippers and help to prepare your cus- 
tomer’s mind for acceptance of new 
ideas in the post-war period when the 
house shoe business can grow to even 
bigger proportions. 

Although we have had women’s slip- 
pers chiefly in mind, the same ideas ap- 
ply to men’s slippers . . . different types 
for different uses, comfort and style fea- 
tures. The four men’s indoor leisure 
shoes shown here illustrate this point 
very effectively. A leather slipper, 
leather-lined; a leather slipper, shear- 
ling lined; a felt boot, adjustable to be 
high or low on the ankle; a high shear- 
ling-lined boot for very cold weather . . . 
and cold houses! 


From the point of view of the chil- 
dren’s business, this Christmas season of- 
fers attractive selling possibilities for the 
shoe store and shoe department. Certain 
items, such as slippers, have always been 
sought in the shoe store; this year their 
colorful appearance can be utilized to 
snap up displays as well as to attract ex- -” 
tra sales. Since they are in the unra- 
tioned class, they have heightened appeal 
for the customer. Other items, such as 
handbags for the little girls and mittens 
and woolly gloves, may also be pro- 
moted successfully as Christmas items 
by the shoe merchant. a 

[TURN TO PACE 47, PLEASE] 
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HANDBAGS 


Please the and Little 


And They, Too, in Attractive New Patterns and Materials Can Be Used to 
Trim Up Your Displays for the Weeks before Christmas. 


WOMEN who sigh for quality leather handbags will sigh 
jn vain unless they are ready to pay the high prices asked 
for most of these bags. For this reason, we show only one 
leather bag here, a reptile bag to complement some of the 
reptile shoes so much in demand. 

The woman who cannot pay the price of a better grade 
leather handbag has a wide choice in attractive fabric and 
plastic types, at prices from around $10 down. We show 
here two dressy bags, one in satin and one entirely cov- 
ered with black sequins. Both are important style ideas in 
the Fall clothes. Satin, as our feature article in the 
Reconper for September Ist points out, is being used for 
eitire costumes, for bags, hate; gloves and for shoes, as 
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well as in trimming touches on all these. Sequins, even 
after several seasons of popularity, continues to give spar- 
kle to dresses and hats, as well as bags. 

Faille continues to be important, since it also fits into 
the general fashion picture and is adaptable to many types 
of bags from tailored to dressy. Broadcloth for Fall and 
Winter costumes and suede shoes is strongly endorsed in 
the market. We show a broadcloth bag here, the black 
highlighted by a crystal plastic clasp. The top to the 
black faille bag is also in plastic, simulating tortoise shell 
and matching up nicely to brown furs or the popular 
tortoise shell combs. The plastic bag illustrated also simu- 

[rorN TO PACE 60, PLEASE] 


Handbags make a hit with the little girls. Left: 
Red “crushed Lammie” capeskin in a roomy 
model—Belt-Modes. Other two by Nellie Forman. 
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This Year Sell Your 

Hosiery Customer 

Some of This and Some 

of That Instead of All 
of One Thing 


by MARIE STARK 


UNLESS all signs fail, this year we are going to have a on this page effective and easy to make. 


grand and glorious Christmas. Everybody is going to be 
in an expansive mood and simply “raring” to go out and 
buy a lot of dazzling presents. There is just oné fly in 
that particular jar of ointment, the presents. There is not 
‘going to be a superabundance of any one kind of gift. 
This is especially true of stockings. 

Stockings and Christmas naturally go together; both 
the kind of stockings that hang in the chimney, bumpy 
with gifts and oranges, and the kinds that are given to 
dificult friends and relatives for whom there seems to be 
no other gift which will be certainly acceptable. It will 
take more than a war to dispel the tradition of the Christ- 
mas stocking. Progressive hosiery departments did a good 
holiday business last year in spite of limited quantities of 
luxury merchandise. They will get by this year with flying 
colors IF promotions are aimed to decentralize interest. 

In prewar days the ideal gift was a dozen or half-dozen 
pairs of luxury stockings. This year it will be wise to sug- 
gest a miniature stocking wardrobe as the gift most suit- 
able to the season. Let us say ONE pair of luxury stock- 
ings, two pairs of sheers (75 denier), and three pairs of 
service sheers (100 denier). Since gift boxes will be at a 
Premium, the shop might suggest in showcase display 
different ways in which the customer can tie the little 
wardrobe together into one attractive gift unit, on the 
order of the Christmas Apple envelop in the illustration 
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Various assortments of stockings can be grouped and 
priced and shown with a card suggesting their purpose. 
For instance, one group might be labeled “For the Mem- 


‘bers of Your Household to Whom You Are Indebted for 


Faithful Service.” Such a group would probably consist 
of two pairs of sheers (75 denier), two pairs of non-run 
rayons and two pairs of sturdy cottons. For the sophisti- 
cated young woman a little wardrobe starring colorful 
Prestige lace stockings would make an arresting display 
and prove a fast-selling group. This very open cotton lace 
stocking was a big seller last Christmas, indeed one of 
New York’s most important stores reported it their biggest 
holiday number. Wool socks, high and of regulation length, 
could be combined for the college girl with one or more 
pairs of sheer stockings for “dates.” The idea of the Stock- 
ing Wardrobe for Christmas Giving can be worked out in 
any number of ways, to appeal to the specific clientele of 
the individual shop. 

If wrappings are suggested for the gift groups care 
should be taken to state definitely on a conspicuous show 
card that the store cannot undertake the decorative wrap- 
pings but shows them merely to stimulate the imagination 
of the customer who will find it great fun to work out her 
own packages. Another card might call attention to the 
fact that there is no luxury tax on stockings as in the case 
of many other kinds of gifts. 
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Store’s Growth Parallels 


HERBERT L. SOMMER 
President, Sommer & Kaufmann 


iy Chic accessories—handbags, gloves and hosiery, are to be found in rect 
Sommer & Kaujmann’s attractively furnished Terrace Shop. A large 
: a ; ceo ee amount of display space is devoted to presenting these accessory lines, tor 
| — ten 
“ig 
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ae pd Left, below: Soft, luxurious appointments complement up-to-the-moment 

| ae } shoe fashions in the Terrace Shop. Below: For “small fry,” there is « 


The History of Sommer & Kaufmann, Well-Known Retail 


Shoe Establishment, Closely Follows the History of San 


Francisco. Established Fifty Years Ago, Its Development 
Has Kept Pace with the Fortunes of the West Coast City. 


Firry years of continuous growth, 
paralleling that of the progressive 
city in which it is located, is the story 
of Sommer & Kaufmann, outstanding 
retail shoe store in San Francisco, 
Cal. The company, which recently 
concluded its first half-century of suc- 
eessful operation, is looking forward 
to establishing further outstanding 
records in the years to come. 

Since its inception in 1894, the his- 
tory of the firm has reflected the his- 
tory of San Francisco, both in actual 
events and in extent of growth. Origi- 
nally a small establishment on Kearny 
Street, owned and operated by Max 
Sommer and Maurice J. Kaufmann, 
during its initial years the company 
was twice forced to move to larger 
quarters, finally occupying two stores 
in the downtown section. Although it 
shared the devastation which San 
Francisco’s fire of 1906 left in its 
wake, the firm continued to grow— 
temporarily relocated in the Filmore 


Right: High style in current headgear 
is reflected in the Millinery Shop at 
Sommer & Kaufmann. Below: Men also 
enjoy shopping in a relaxed, club-like 
atmosphere. Men’s Shop provides it. 


district, and within less than a year 
was back on Market Street. Shortly 
thereafter, a second store was opened 
on Grant Avenue. 

In 1929, Sommer & Kaufmann’s 
Market Street store was again swept 
by fire, to be replaced the following 
year by the present five-story struc- 
ture, the architecture of which was 


then so progressive that it still ranks 
among San Francisco's most modern 
buildings. In the interests of more 
compact merchandising and customer 
service, the Grant Avenue business 
was discontinued in 1941 and the store 

at 838 Market Street enlarged. 
From the original one-room store of 
[Turn To Pace 60, PLEASE] 
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RETAILERS, PREPARE NOW! 


CHAPTER XV 


Administration—Simplification Increases Efficiency 


| BELIEVE that many larger retail organizations have 
permitted what can be relatively simple problems to be- 
come entirely too involved. I demonstrated in Chapter IX 
that many retailers have increased their costs through too 
complicated methods of buying. I discussed some of the 
fundamental factors of publicity in Chapter XI and of 
occupancy in Chapter XIII. I have suggested that a thor- 
ough understanding of these fundamentals and simplifica- 
tion in the functions of buying, advertising and occupancy 
would reduce costs and increase efficiency. Later I shall 
quote many instances where simplification has increased 


. Large Stores Need More Simplified Systems 

While many small stores need more adequate systems, 
some large stores require simplification of their adminis- 
trative function. Some larger retail organizations that I 
have observed and studied maintain too many and too 
costly executives. Their store systems, credit procedures 
and accounting methods are too involved and therefore 
inefficient. 


The Harvard Surveys demonstrate that about one-fourth 
of the total amount of expense of most department stores 
and specialty stores is spent in their administrative func- 
tion. I quoted in Chapter II from the Harvard Surveys in 
stating that the ratio of administrative costs of depart- 
ment stores had increased 9.4 per cent from 1935 to 1940, 
which was by far the greatest increase in any of their six 
functional groups of expense. 

The total salaries paid to all executives of department 
stores in 1940 was nearly 30 per cent of their entire pay- 
roll. With the largest size stores, their total amount of 
payroll paid to all non-selling executives and employees 
was twice the amount of their payrolls to selling em- 
ployees, and this ratio had been constantly increasing over 
a period of years. 

This Harvard Survey proved that the policy of most 
department stores of constantly increasing their ratio of 
non-selling executives and employees to selling employees 
had not succeeded in increasing their efficiency. With the 
most efficient stores, in terms of those with the lowest rate 
of total expense and highest profits, their ratio of selling 
to non-selling employees was higher than with the aver- 
age department store. Certain large stores, after having 
reduced the number of their higher executives, have found 
this policy to be successful. By thus putting more respon- 
sibility on their junior executives and other employees, 
they have developed a greater degree of initiative in these 
employees and have thereby increased their efficiency. I 
shall discuss this and other forms of personnel education 
under selling. 


The establishment of the Labor-Management Committees 


* in manufacturing industries during the war has resulted 


in some astounding increases in production. The person- 
nel manager of one very large manufacturing organization 
told me that although he was originally opposed to this 
idea, the suggestions that have come from employees 
through their Labor-Management Committees have in- 
creased production in his plants by 40 per cent. 

These committees will undoubtedly continue to function 
after the war. Retail organizations that have had such 
committees in operation for many years have found them 
most helpful. A general adoption of these Labor-Man- 
agement Committees by retailers will greatly improve their 
administration and general efficiency, as it has of manu- 
facturers. 

I shall explain in the next chapter the method that many 
stores have been recently adopting of staggering the dates 
that their customers’ charge accounts become due. This 
equalizes the present peak load in their credit depart- 
ments and saves considerable expense. Similarly, very 
large concerns might save some expense by equalizing their 
peak loads in the accounts payable departments of their 
offices. Most large retailers buy their merchandise on an 
“End-of-Month” basis, and pay all bills on one day, gen- 
erally the 10th of the following month. By arranging with 
their manufacturers so that the bills of one-third of their 
factories become due on the 10th, one-third on the 20th, 
and one-third on the 30th of each month, they would 
equalize this peak load in their offices. 


Advantage in “End of Month” Buying 


Smaller retailers would save some of the time that they 
must spend in their offices, in paying bills as they become 
due daily, and some expense, if they too would arrange 
with their vendors to buy on this “End-of-Month” basis, 
and pay all of their bills on the 10th of each month. 

Many stores have entirely too many forms. If samples 
of all the forms that certain retail organizations use could 
be laid end to end and sufficiently reenforced, they could 
carry our army all the way from our shores to Berlin. The 
needless multiplicity of forms with their resulting slow- 
ing up of employees and increase in expense has sent some 
former firms to a much hotter spot. 

I know of several manufacturer-controlled chains that 
insist on their store managers filling out so many forms 
that they spend a large proportion of their time in their 
offices. Our own most successful departments and stores 
are invariably those that have no offices at all, so that our 
managers must spend their entire time out on the floor 
in constant contact with their salespeople and customers. 
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Large Stores as Well as Small Stores Will Do Well to Study 


Their Administrative Systems to Find Out Whether or Not 
They Are So Complicated as to Be Cumbersome. Mr. Hahn 
Shows in His Article How a Simple but Adequate Administra- 
tion Can Lead to More Efficient Selling and Merchandising. 


by EDWIN HAHN 


Many executives concoct many rules in their ivory towers. 
Their floor managers are kept so busy OK’ing sales checks 
that they have little remaining time for anything else. 
These executives also slow up their selling by insisting that 
their service desk employees go through time-consuming, 
laborious inspections of merchandise. They believe this 
OK’ing and inspecting prevents dishonesty on the part 
of their employees and customers. 

If these office type of executives would spend more time 
on their selling floors, they would find that this constant 
OK’ing of saleschecks by their floor managers becomes 
simply mechanical. The same applies to the time-consum- 
ing inspection of merchandise by the youngsters at their 
service desks, whom they cannot possibly expect to be 
familiar with all of the merchandise in their departments. 
Any employee or customer who is smart enough to be a 
successful crook can beat any such protective system for 
a while. 

However, since the department store surveys show that 
the total shortages of any store with a proper inventory 
control system is considerably under one per cent of sales, 
this proves that well over 99 per cent of all employees and 
customers are honest. Therefore, the simplest and least 
time-consuming system invariably is the most effective. I 
personally have known only rare instances where these 
cumbersome protective systems have actually detected these 
occasional irregularities. But by comparison I would hate 
to estimate how much more these involved systems have 
cost stores in dissatisfied employees and customers, in 
added expense and in lost sales. 


* Small Stores Need Improved Systems 


Most small stores need more adequate but simple sys- 
tems. I shall not take the time here to discuss such sys- 
tems in detail. But I heartily recommend that the owner 
of every small store thoroughly read the very excellent 
pocket-size pamphlet that was recently prepared by the 
U. S. Department of Commerce, “Small Business Prob- 
lems, Record Keeping for Small Stores.” It can be ob- 
tained by mailing 30 cents to the Superintendent of Docu- 
ments, U. S. Government Printing Office, Washington, 


_ D.C. This report states in its introduction: 


'“Why do so many stores go out of business? Why are 
the chances of survival of a new store so slim? Although 
many factors are probably responsible, the findings of one 
study record: 

“*An appraisal of the adequacy of records of New 
Jersey and Boston bankrupts disclosed that almost one- 
third kept no records, and that less than one-fourth kept 
adequate records. . . . A similar condition existed among 


Presipent Wm. Haun & Company, Wasuincton, D. C. 


Chicago bankrupts. . . . Only 27 per cent of the 494 retail 
merchants (studied) had adequate accounting systems.’ 

“It is also pointed out in this same study that about 
30 per cent of the retail firms discontinued business within 
their first year. An additional 14 per cent dissolved before 
reaching their second anniversary.’ 

“How does the keeping of records decrease the chances 
of failure and increase the chances of a retailer staying 
in business and earning a profit? This can best be 
answered by listing some of the types of information that 
a system of records can furnish. A simple but adequate 
system can answer the following questions: 

“How much business (cash and charge) am I doing? 

“How much do my customers owe me now (both current 
and past due), and can my business stand this much? 

“How much cash do I have on hand and in bank? Is 
this the amount I should have on hand or is there any 
cash shortage? 

“How much stock (inventory) do I have on hand? 

“How much merchandise do I take out of my store for 
personal or family use which I do not consider as sales? 

“How much money do I owe my wholesalers and others? 

“How much were my expenses, including noncash ex- 
penses? 

“How much net profit (if any) did I earn? 

“How much taxes will I have to pay? 

“What is my net worth; that is, what is the amount of 
my proprietorship in the store? 

“What are the trends in my sales, expenses, profits, net 
worth, etc.; that is, how is my store progressing from year 
to year? 

“How does my store compare with other stores in the 
same line of business? 

“Surely these are practical questions which the retailer 
must ask about his business if he is to operate a profitable 
store. 

“With answers to such questions available, the retailer 
knows when something is wrong; he knows where the un- 
favorable condition has developed (whether in sales, col- 
lections, turn over, expenses, gross margin, etc.) and he 
is in a position to do something about unfavorable condi- 
tions before the store is forced to close its doors. 

“In a study of retail management practice made by the 
Department of Commerce, it was found that among the 
stores surveyed most of the profitable ones kept good 
records, whereas most of the unprofitable ones kept poor 
records... . Poor bookkeeping appears to be a decidedly 
large factor in the unsuccessful operation of a business,” 

This pamphlet describes in detail the records that a 
small store must keep in order to be successful, and ex- 
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The Logistics of Rationing under M-217 Plus M-310 


IF we don’t look out, we may talk ourselves into a 
very uncomfortable position, as a trade. Shoes don’t 
live alone in a world of leather; and shoes have no 
priority in a normal world of supply and demand. To 
yell in high places for a release from rationing may be 
a mark of foolhardy courage and a premature desire 
for the full freedoms of competition. But shoe ration- 
ing is a measure of wartime control that covers many 
types of shoes—juvenile shoes, in very short supply— 
men’s shoes, of almost adequate supply—women’s shoes, 
in a very short kid supply—and an entire field of 
slippers, casuals, platforms that might automatically 
turn to leather at the first sign of complete freedom 
from rationing. 

Those several and distinct divisions of shoes, if 
automatically lifted from rationing, would sink or swim 
in the conflict of competition and the confusion of 
frantic buying of materials. 

When you release from rationing, you must neces- 
sarily expect a release from WPB M-217 because free- 
dom goes the whole way. Organizations with great 
financial power and with some advance inkling of what 
might happen, would gobble up all the leather in sight 
and in process, to get an edge on competition. That 
would indeed be a situation but it would be as nothing 
to the confusions and shortages that would be piled up 
Ly the very necessary release of M-310. : 

Now, very few shoe men have given any thought to 
the fact that under M-310 luggage, handbags, bill folds 
and a thousand and one items that go into personal 
leather goods normally consume about 50 per cent of 
the leather supply. It wouldn’t be right and proper to 
deny these manufacturers, who have been thrown out of 
business, the right to re-enter—when leather was given 
its freedom again. After all, most shoe concerns have 
lived and prospered through this war period; but in 
the leather goods field, it has been exit for many, no 
profit for most. Unless they could adapt themselves to 
the use of other materials, the picture is black indeed 
for these small businesses. 

It’s all well enough to say that shoes are more im- 
portant in the light of the public’s need but when you 


ask for freedom from rationing and freedom from 
regulation, you have got to be broad enough to give 
that freedom to the other fellow too. Add it all up and 
see what you’ve got—at a time when the over-all world. 
wide leather picture is exceedingly dark and the labor 
situation is far from encouraging. In a free market, 
much of the merchandise that is now on order would 
be subject to revision. Cancellations can bring about 
not only cessation of work but a panic in retailing; plus 
dumpage, plus doubt and delay. 

Speaking in a business way, common sense would 
indicate that those in authority, having actual world- 
wide statistics before them, are in a better position to 
know how and when to release M-217 plus M-310 plus 
rationing and we don’t see, from our viewpoint, the 
public necessity for such action now. After all,. the 
public has a part to play and if it has freedom to buy 
and has the purse with which to buy it, the short retail 
stocks in merchants’ hands would soon indicate a sold- 
out, bare shelves condition—without any definite as- 
surance of an adequate supply to do a.continuing busi- 
ness. Less shoemaking is the prospect of the next six 
months through labor shortage, material shortage, fuel 
shortage, transportation shortage, etc., etc. 

We are not trying to build a wall. of pessimism 


against the inevitable day when freedom will come but _ 


there is a German war to be fought and won and ‘a war 
of immense distances and immense wastes in the Pacific 
that is far from being finished, logistically, May we 
just quote from The Shoe and Leather News of London, 
as of Sept. 7, 1944: 

“It is easy in the moment of irritation and aggrava- 
tion to cry for the complete elimination of Control. 
Many of those who irresponsibly take up that cry would 
be the first to squeal if their bigger competitors had an 
unfair advantage of them in the securing of materials 


and labor when these things are still in short supply, 


or if in the conflict of unrestricted competition they 
went to the wall against uneconomic price cutting. Few 
firms have been more sure of their balance sheet than 
during the war years; no firm has been forced out of 
business through shortage of materials or labor or 
factory space. These things have been made possible 
by Control during the war. 
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“What is needed during the process of reconstruction, 
and possibly maintained into the indefinite future, is a 
modified system of Control which is the servant of the 
industry, not forced upon it from above but inspired 
and intelligently accepted by the industry itself. It will 
require Authority to take control of various aspects of 
its activities to secure fair conditions for all engaged 
in it. 

“Its terms of reference must be determined by 
the industry in consultation with the Govern- 
ment; it must not bolster inefficiency, nor handi- 
cap honest enterprise but safeguard for all an 
equal opportunity to make good.” 


* 


WINTER VERSUS CHILDREN 


IF the public knew the true condition of children’s 
shoe stocks, there would be panicky hordes mobbing 
the shoe stores. Here we are, on the edge of Winter, 
trying to serve a greater juvenile public with less shoes 
than were manufactured in ’39. Remember, some three 
million children have been born in the war years, in 
excess of the normal birth rate and these children are 
now. wearing shoes in the 3 to 13 size runs. Sure, the 
mothers can get ration coupons but can they get shoes? 
And it’s not very convenient to get juvenile shoe ration 
coupons because distances are great in America and 
much time is wasted. In normal years, a child gets 
a fair amount of wear out of a pair of shoes, at any 
price and twice as many pairs of shoes are needed now, 


when the wear is less per pair. Never forget that tennis 


footwear filled in months of robust wear. 

Shoe merchants are getting violently indignant over 
the situation in which they find themselves. Without 
an adequate supply of children’s shoes and sizes, they 
must turn to non-rationed shoes because that is the only 
alternate foot covering available. Children’s fabric top 
shoes may have their place in dry Summer weather but 
in the Winter and Spring times of the year they are not 
adequate protection. There will be a lot of colds and 
discomforts this Winter due to the fact that so many 
children must go without sturdy footwear. 

_ In waging a war, particularly the economic phase of 
it, it’s all very well to hold the line by refusing to per- 
mit shoes to go higher in price; but the line is not 
being held when the public substitutes something not 
@s good and pays an outrageous price for the scant 
wear of the substitute. Some makers of children’s shoes 
have reached the point where they cannot come any- 
where near their quotas of production for a number 
of reasons—including increased cost of shoemaking, in- 
creased cost of materials, increased cost of rent etc., 
etc., and a ceiling that was in effect when low prices 
were part of the selling methods of children’s shoe mer- 
chandising. Labor and material shortages can be 
solved by direct action of WPB and OPA and WMC. 
We had occasion to sit in with a little group of re- 


children’s shoe situation for December, January, Febru- 9 
ary and March. These retailers were perfectly willing 
to pay more money for children’s shoes at the factory 
and still maintain their ceiling price at retail. They 
had gotten beyond the stage of thinking in terms of 
profit. They were thinking in terms of child welfare 
and child health and customer service. One merchant 
displayed a pair of ration shoes that he was selling for 
$3.00 and alongside of it showed a pair of unrationed 
shoes that he had to sell for $3.69—the latter being 
almost totally without leather and one day’s rain would 
saturate it like a sponge. His stock of $3.00 shoes, on 
which he made a minimum of profit, was down to the 
last few pairs with none expected for a month. His 
stock of unrationed shoes was the only thing he could 
offer his juvenile customers. He said: “Wouldn’t it 
be better if we permitted the children’s shoe manv- 
facturer to get ten or fifteen cents more a pair and by 
that token we would be able to get a stock of leather 
shoes and rubber bottoms for the imperative need of 
the kids in our community?” He wondered whether 
the proposition had been put up to OPA and WPB in 
the light of the high cost of unrationed shoes in the 
juvenile field as being real inflation and far from hold- 
ing the line. 

So we are passing this suggestion along because the 
worst phase of juvenile shoe shortage is still before us. 


MENTAL ABSENTEEISM 


A merchant had an opportunity to refurnish and re- 
finish his store. By the best of luck, he was able to get 
wall-to-wall carpeting. He purchased enough ash re- 
ceivers to adequately serve every other chair. What was 
his consternation to see a woman light a cigarette, take 
a few puffs and then grind the butt into the new carpet 
with her heel. She was just too damned lazy to lean 
over. Well, the merchant virtually threw a fit., He 
asked her was it her custom to do that in her own home. 
She looked at him in a dizzy daze and said nothing; 
whereupon, he gently but firmly asked her to leave the 
store. 

Every morning when they clean that store, as beauti- 
ful-as it is in its appointments, he finds cigarette ashes 
and butts between the chairs. 

Now it isn’t that people are malicious. It is. simply 
that they are so filled up. with things to think about, 
that they do many involuntary foolishnesses. No matter 
how constant your vigilance, these things are part of 
the irritations of business, aside from the thousand and 
one dumb questions that are asked, indicating that 
mental absenteeism may be influenced by the war, or 
most anything else. 

At least, see to it that salespeople have their minds 
“on the job”—mental alertness is a part of every trans- 


tailers who very seriously expressed alarm over the action. 
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RECORDER REPORTS TO THE INDUSTRY 


The annual meeting of the Tanners' Council of America, to be held 
October 12 and 13 at the Waldorf-Astoria Hotel, in New York, may provide an 
opportune occasion for announcement of future plans and policies affecting 
the shoe and leather industries. Plans for lifting WPB leather and shoe con- 
trols, outlook for foreign trade controls, future labor and manpower problems 
and coming developments in taxation are all on the program for discussion, also 
post-war price problems. Julius G. Schnitzer, chief of the Leather Unit of the 
Department of Commerce, and Harold Connett, director of the Leather and Shoe 
Division of WPB, are scheduled as speakers, along with other official spokesmen 
representing various government agencies. 


. The United Nations Relief and Rehabilitation Administration has 
finally made its requirements for shoes and leather public. Europe will need 
78,500,000 pairs of shoes and material to repair 48,000,000 pairs for the first 
six months after the fall of Germany, according to Director General Herbert 
Lehman. 


** 


Production-wise officials here say that if expected cutbacks in Army 
requirements are carefully tailored the shoe industry may be able to provide a 
substantial portion of this requirement in a non—-rationed type of shoe, in 
addition to stepping up production for American consumer purchase. In regard to 
repair materials it seems very likely that black rubber will be used for this 
purpose, since any immediate pressure to provide the quantity of leather re- 
quired would have violent repercussions in the production of shoes for domestic 
use. 


* * 


The UNRRA report also says that supplies of shoes are so short that 
UNRRA is preparing to buy up low-priced shoes in the United States. 


Although nothing official has been announced it seems apparent that 
any plan for lifting shoe rationing at an arbitrary date, will not be very 
cordially received in Washington. 

There is a very distinct undercurrent of thought here among the men 
who have stepped down from their industry positions to run the wartime shoe 
program. These men are becoming tired of being buffeted on all sides by special 
groups, who have specific ideas. as to when shoe controls should be lifted and 
others who do not want controls lifted. All government agencies are happy to 
receive sensible suggestions from business, but when plans are advanced by a _ 
special group, without any regard for other segments of the industry, the time 
comes when a halt must be called. 


Both houses of Congress have passed the surplus property bill vesting 
; power in a three-man board. The present dispenser of surplus property, Will 

4 Clayton, said he would resign if this bill was passed. Many members of Congress 
have not been satisfied with.his methods, believing that he was somewhat too 
arbitrary in insisting that his own judgment prevail. ' 


+ * * 


PB TS ‘The controversy over the sale of 50,000 pairs of surplus Coast Guard 
shoes to the Finn Sales Co., previously re- (Turn to page 71,’ Please) 
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Shoes Displayed 
Modern Setting 


Exterior of the 
Shoe Store in Dallas, Texas. 


A NEW high quality shoe store opened last February at 
1519 Main Street, Dallas, Texas, proved to be one of 
the finest retail shoe establishments in that city. Bill 
Owen, head of the new company—which is composed of 
members of the Owen family long known in Texas and 
“. associated with high class shoe salesmanship—and a full 
force of assistants, long associated with the Owen family 
in the shoe business, opened an attractive store with all 
new fixtures, hidden drawer shelves, two-tone Melton 
carpets, restful pastel walls, and harmonizing ceilings 
that leave little to advertise the fact that this is a com- 
mercial business. Few shoes are openly displayed, and 
they are so attractively placed that they ornament the 
éntire scheme rather than detract from its beauty. 

The new store is divided into three departments: the 


J. C. OWEN 


street display room where a full line of brand name shoes 
—exclusive with this firm—are assembled; a connecting 
room where customers may choose gloves, purses and hosé 
to match their shoes; and a large room at the rear of the 
store where the little ones may be fitted. 

On the second floor of the two-story building are located 
attractive offices for a large force of clerical employees, 
while at the rear of the room ample stock space is ar- 
ranged with labeled sections and all modern conveniences. 

Mr. Owen has spent his entire life in the shoe busingss, 
He spent twenty-one years with a Dallas store, worked with 
Rich’s in Atlanta and Rink’s in Indianapolis. He climbed 
from clerk to salesman and then to manager in the local 
store and is known to thousands of Dallas shoppers. 

[TuRN To 40, PLEASE] 
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TRY THESE NEW TAILORED-10-FIT 
WINDOW TRIMS for CHRISTMAS 


"Everything you. need. Ready for fast, 
easy installation — new Fabri-Drape 

_ background material, also flooring, 
center units, show cards, price 


and stickers. 
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Civilians Benefit by Army Leather Cut 


GUTTERS of military quality sole leather are relieved 
of cutting sole bends under Schedule B of Order M-310 for 
October, 1944, to the extent of one-third the total number 
of bends cut by them during June, July and August, 1944, 
the War Production Board reported today. 

This action is taken by Direction 8 to Conservation Order 
M-310 in adjusting military requirements for soles by a 
reduction of approximately a 30-days’ supply. 

Civilians will benefit by the distribution of soles cut from 
this military quality leather, officials said. 


Free Rubber-Sole Non-Leather Shoes 


THE Office of Price Administration announced on Sep- 
tember 21 a change in its shoe rationing regulations which 
will free from rationing any non-leather shoes made with 
rubber soles. 

Shoes containing leather remain on the rationed list, 
regardless of whether or not they have rubber soles. No 
change is made in the regulation covering men’s rubber 
boots and rubber work shoes. 

The action will not release from ration control any con- 
siderable quantity of shoes now in dealers’ stocks. Rather, 
it means that non-rationed types of shoes—the kinds made 
with canvas or other fabric uppers—will now be permitted 
to be made with rubber soles. 

This change in ration regulations is coordinated with 
recent actions by the War Production Board and the Office 
of Rubber Director to relax control of rubber for shoes. 
Previously, shoes with rubber soles were included in the 
ration order because of the scarcity of rubber. Now that 
the supply of reclaimed rubber and Buna-S, the all-purpose 
synthetic rubber, has increased substantially, rubber soles 
are readily available for all types of shoes. 

It was further explained by OPA that increased avail- 
ability of rubber for shoe soles does not indicate any im- 
provement whatever in the supply of rationed rubber 
footwear (men’s rubber boots and rubber work shoes). 

In accordance with ration regulations, all dealers are to 
attach to OPA Inventory Form R-1701 a record of the 
number of pairs of rubber-soled non-leather shoes in their 
stocks, in storage or in transit to them as of September 25, 
the day on which the amendment releasing these shoes be- 
came effective. 


No Early End of Rationing Seen 


UNLESS imports of hides increase and unless there is a 
large cutback in military orders, civilians cannot justifiably 
hope for an early end to the shoe rationing, War Pro- 
duction Board officials have informed the newly-organized 
Tanning Industry Advisory Committee. 

The committee was formed to study methods that will 
enable the tanning industry to fill both military and 
civilian orders and at the same time meet the demand for 
exports to liberated areas overseas. 
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WPB officials reported that the domestic kill of cows 
and calves is large, but that nonetheless the shortages of 
hides continues due to decreased imports and to heavy 
military and civilian consumption. They added, however, 
that the domestic supply of sheepskin is improving. 

There is a special scarcity of goatskins and India-tanned 
skins, it was revealed. Since South America and other 
countries are using larger quantities of hides and skins for 
their own needs, they are shipping less to the United 
States, officials said. 

Members unanimously expressed a fear in the possi- 
bility of suffering post-war inflationary effects unless some 
world-wide form of cooperation in a fair distribution of 
hides and skins is developed by the tanning industry of 
all countries. 

The question of internal government controls over the 
tanning industry was discussed. Industry members agreed 
that some internal controls must be retained after Ger- 
many is defeated unless more hides and skins are available 


- than are now anticipated. 


Members of the Tanning Industry Advisory Committee 
represent all branches of the leather-tanning industry. In- 
cluded in the membership are tanners of cabrettas, calf, 
cowhide, leather, sheepskin, leather sole and belting, spe- 
cialty leather, cattle hide upper leather, kip side, East 
India skin, goat and kid. 

Members are: Frank Allen, Winslow Brothers and 
Smith Co., Norwood, Mass.; R. E, Binger, Allied Kid 
Co., New York City; Arthur Loewengart, Loewengart and 
Co., New York City; Marcus C. Weimer, Armour Léather 
Co., Chicago, Tl; Kurt Friend, J. Greenbaum Tanning 
Co., Chicago, Il].; Raymond A. Laub, George Laub’s Sons, 
Buffalo, N. Y.; Everett W. Pervere, Howes Brothers Co., 
Boston, Mass.; S. B. Foot, S. B. Foot Tanning Co., Red 
Wing, Minn.; A. G. Rice, A. C. Lawrence Leather Co., 
Peabody, Mass.; Carl F. Danner, American Hide and 
Leather Co., Boston, Mass.; Frank A. Arnold, Jones and 
Maudin Co., Gloverville, N. Y. 


* # 


Allocation of Raw Goatskins 


Arrer the visit of a United States mission to the United 
Kingdom during June and July, the Combined Raw 
Materials Board announced that arrangements have been 
made regarding the allocation of supplies of raw goat- 
skins, East India tanned goatskins ard East India tanned 
sheepskins between the two countries. Members of the 
U. S. mission were A. Marshall Helmrath, assistant chief, 
Goatskin Section, Federal Economic Administration ; 
H. Hartler Hegeler, Surpass Leather Co., Philadelphia. 
and Robert E. Binger, Allied Kid Co., Inc., New York City. 

CRMB gave the following explanation of the arrange- 
ments: 

The principal object of the mission was to arrange with 
representatives of the British Ministry of Supply a fair 
and equitable method of dividing the available supplies 
between the U. S. and U. K. during the war and to make 
recommendations for bringing the purchasing arrange- 
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NEW SHOE STAMP VALID NOVEMBER 1 


Washington, D. C.—Another shoe ration stomp will be 
validated November 1, OPA announced September 28. In 
addition, airplane stamps 1 and 2 ia war ration book three 
will continue te be good for an indefinite period. This will 
make a total of three ration stamps available to the con- 
sumer public, 

Decision as to which new stamp will become valid No- 
vember 1 has not been reached, but OPA will make the 
announcement shortly before the effective date. The trade 
is being given advance notice so that stocks can be pre- 
peared and consumers will know they cen count of a new 
stamp before winter. 

The November | date for another shoe stamp continues 
the rationing rate that went into effect a year ago. The 
demand authorized by this ration rate has exceeded pro- 
duction of. the ration type shoes for civilians, resulting, as 
anticipated, in a reduction of ration-type inventories. These 
inventories were very heavy when rationing started and so 
have been able to absorb the reduction, OPA said. There- 
fore, the present ration rate Is being malatained, but as 
previously stated by WPB and OPA, se Increase in shoe 
supplies can be expected untii substantially larger quanti- 
sight can be made available 

re nm use. The s Is fo ease 


ments of the two countries more closely into line. In the 
light of the current supply difficulties, such arrangements 
are considered essential by both countries in order to 
insure an uninterrupted flow of this important raw material 
and to avoid an inflationary trend of prices. a 

After a full consideration of all the available informa- 

tion, recommendations were made which have now been 
accepted by the U. S. and U. K. authorities, to cover the 
division of available supplies and the setting up of a Joint 
Goatskin Office in Washington to screen offers and to 
authorize appropriate purchases by the two countries. The 
mission also recommended that the U. K. should introduce 
government purchase of raw goatskins. Government pur- 
chases already exist in the U. S. ~ 
The report and recommendations of the mission have 
been considered and approved by the Combined Raw Mate- . 
rials Board. 
The recommendations provide that (a) as from June 
1, 1944, the available supplies of raw goatskins will be 
divided: between the U. S. and U. K. in the ratio of 5%4 
to 1, subject to a stock adjustment in favor of the U. S.; 
(b) the U. S. will refrain from purchasing tanned goat- 
skins or tanned sheepskins during the remainder of 1944 
until the U. K. purchases have reached agreed levels, with 
any additional quantities to be divided equally between 
the two countries. As from Jan. 1, 1945, until further 
notice, the supplies of East India tanned goatskins shall 
be divided 30 per cent to U. S. and 70 per cent to U. K., 
and East India tanned sheepskins, 1 to U. S. and 5 to 
U. K., both ratios to apply to a stated quarterly amount 
and any additional supplies to be divided equally between 
the two countries. 

The U. S. and the U. K. are taking steps to insure that 
the selections and qualities of raw and tanned skins bought 
by the two countries and the prices paid shall be in line. 
The above ratios apply to the supplies available after 
taking into account the essential requirements of Canada 
and South Africa, which are being invited to participate 
in the plan for dividing the total available supplies and 
discussions are proceeding. 

It is expected that, as in the case of hides and calf and 
kipskins, the arrangements for coordinating U. S$. and 
U. K. purchases will contribute to insuring a steady flow 


of foreign supplies to both countries in the agreed prog 


rtions. 
to time, but the general character of the plan is such that 
it can continue as long as the need for such combined 
planning exists. In any event, it is planned to review these 
arrangements at the end of hostilities with Germany. 


Goatskin Shortage Blamed on Controls 


NoTWITHSTANDING the arrangements worked out by 
the United States mission which recently conferred with 
representatives of the British Ministry of Supply relative 
to the allocation of supplies of raw goatskins, importers, 
shippers’ agents, dealers and brokers seem convinced that 
the serious shortages of goatskins now being experienced 
by the consuming industries are mainly the result of gov- 
ernment controls and can be alleviated only by their elimi- 
pation. They point out that goatskins are not a strategic 
material since more than 90 per cent are used for civilian 
goods. Imports, however, have been channeled to the 
United States Commercial Corporation, an FEA subsidiary, 
Quantities received in this country have dropped approxi- 
mately 50 per cent, due to dissatisfaction of foreign ship- 
pers over prices. As a result, it is said, the raw skins are 
in many instances being tanned in the countries where they 
originate and sold outside the United States—British con- 


agencies. 


Samuel Kline, president of the National Association of 
Importers of Hides and Skins, said his organization recent- 
ly requested War Production Board to review the control 
situation with reference to the desirability of returning 
goatskins to a free market. J. Spencer Love, of the Textile, 
Clothing and Leather Branch, replied that “detailed pur- 
chasing arrangements, as you doubtless know, are under 
the jurisdiction of the Foreign Economic Administration 
rather than the War Production Board. The responsibility 
for the continuance of the public purchase program, how- 
ever, rests with WPB and we do not regard the proper dis- 
charge of our responsibilities as being compatible with its 
discontinuance at the present time.” ; 

* * * 


May Sell Shoes Bought for Personnel 


EMPLOYERS and institutions may apply for permission 
to sell shoes which they bought to furnish to their per- 
sonnel but which are no longer being used for that purpose, 
the Office of Price Administration announced recently. 

The new provisions will chiefly affect such suppliers as 
employers who furnish special types of shoes, and chari- 
table institutions—for example, children’s homes, that fur- 
nish shoes but have on hand sizes and types they no longer 
need. 

This action permits employers and institutions to apply 
to the OPA District Office for authority to sell odd lots of 
new shoes, and, in case they discontinue the practice of 
furnishing footwear, their stocks of shoes, both new and 
worn. Certain other worn shoes may also be sold. Ration 
currency must be collected for all new shoes, and for some 
types of worn shoes. 

OPA explained that although ration regulations do not 
cover sales of most kind of worn shoes, two types of such 
transfers by employers and institutions now are written 
into the order because these suppliers previously have been 
required to keep title to all shoes purchased for the use 
of their employées, students, or residents. 
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CHICAGO CONSUMERS 
INTERESTED IN DRESSY SHOES 


As the Fall season really gets into 
its stride, all retailers remark on the 
increase of consumer interest in 
dressy shoes. Another note of im- 
portance is the demand for dressy 
black calf shoes. This may in part 
be due to the fact that suedes and 
patents are so frequently on the hard- 
to-get list and thus the customer must 
compromise with smooth leather. But 
in any case, black is far in the front 
of demand. Town Brown comes in 
for some attention, but is not as 
strongly favored as black. ; 

- Figures compiled for August show 
some houses as much as 10 per cent 
ahead of last year, with others at 
6 per cent and 8 per cent. Figures 
for September are not yet available, 
but at press time several retailers re- 
marked that they expected to show 
anywhere from a 6 per cent to an 8 
per cent increase for this month. 

Consumer interest in heels varies 
between the very low and the very 
high. In tailored calfskins the built- 
up Cuban heel has many adherents. 
As more and more smart “flats” come 
into the market, there is evidence 
that this is a type which will soon 
show wide popularity. Open toes and 
open heels are predominantly in de- 
mand, and this applies to the dressy 
suedes and patents as well as to rep- 
tiles and smooth calfs. The high 
front line, usually with the gypsy 
seam up the center front, is a type 
that has had warm customer accep- 
- tance. Since it is shown in closed 
slip-ins as well as in sling-backs, and 
with either high or low heels, natu- 
rally its appeal is pretty universal. 
Punchwork suedes are also shown 
everywhere, whether in allover effect 
on pumps, in banded trimmings out- 
lining the vamp or decorating criss- 
cross strappings on sandals. These 
vary from pin-point to “port-holes.” 

One of the surprises of this early 
season has been the continuous de- 
mand for bedroom and boudoir slip- 
pers. Many merchants who have 
been trying to “hoard” their stocks for 
future holiday selling, find their lines 
already sadly depleted and since all 
this merchandise too is on an allot- 
ment basis, they say that when Christ- 


mas time rolls round they'll have no 
selection of gift footwear to show. 
Field’s recently advertised a group 
of Jungle Boots and cross-strap leop- 
ard scuffs as “House Pets.” 


Smart reptiles are very popular. 
Mandel’s recently ran a very striking 
ad featuring alligator shoes and hand- 
bags to correspond. Telling the pub- 
lic to “Strike a Match with Alliga- 
tor,” the ad showed sandals and 
classic pumps with handsome bags of 
the same leather. Since the colors 
featured were Amazon blue, Pampas 


_ green, Coffee brown, Rhumba red and 


Samba tan, the goods were obviously 
of South American importation. The 
shoes were priced at $13.35 and 
$16.95, the bags from $26 to $40. 
And, speaking of colors, Hanan in 
their Michigan Avenue shop were re- 
cently very successful with a line of 
colored velvet shoes which were un- 
rationed. -Popularly priced in opera 
pump styling with a small velvet bow, 
these were shown-in a variety of 
colors besides black— moss green, 
ruby red, royal blue, etc. Another 
line with which they have had con- 
siderable success is the shoe fashion- 
ed of leather with platform sole, 
priced at $6.95. 

As Autumn tweeds and woolens 
appear on the streets, Army Russet is 
considerably more seen in footwear 
than for some time. Flats in these 
seem specially well liked, usually 
fashioned in high-cut moccasin styling 
for that new “covered-up look.” 

At a recent fashion show at 


Two smart shoes for young customers 
are shown in this receat ed by Car- 
son, Pirie, Scott & Company, 


Marshall Field’s, the store’s stylist, 
Ann Sheehan, emphasized the “re- 
turn to femininity in clothes,” a “new 
cycle of definitely feminine apparel.” 
She stressed that the new shoes would 
show either open toes, or open heels, 
but not both in the same shoe. 
Rosetted, open-toe pumps were shown 
for wear with cocktail dresses, 
strapped satin sandals for long din- 
ner gowns, high-heeled as well as low- 
heeled suede or lizard pumps, un- 
adorned, for wear with costume suits, 
and classic calf pumps with tailored 
suits and topcoats. 


REPTILE LEATHERS, PUMP 
PATTERNS IN BOSTON 


RETAIL stores in Boston and vicinity 
which have been doing a rushing bus- 
iness on non-rationed shoes now are 
staging promotions in what seems to 
be an attempt to get rid of them, or 
at least to lighten the stock consider- 
ably. .Here and there prices have 
been cut. Medium and high-grade 
stores, having completed their back- 
to-school promotions, are now con- 
centrating on low-heeled walking 
types and higher-heeled dress shoes 
for wear with Fall suits and dresses. 
In the latter, black is the predominat- 
ing color. Throat ornaments are ap- 
pearing in more variety than hereto- 
fore. 

Filene’s Little Shoe Shop on the 
first floor, in its $6 line, is pushing 
black and brown both in suede and 
in smooth leather in plain pumps, 
sling pumps and ankle-strap numbers, 
with the same styles duplicated in 
another line at $4.95. Special atten- 
tion is being paid to walking shoes 
with inch heels in plain oxfords and 
oxfords with moccasin foreparts. Cas- 
uals include a gypsy seam pattern 


with high throat. 


Conrad’s, a women’s wear shop, is 
stressing brown reptile leathers in 
low-heeled loafers, open-back oxfords 


and plain pumps, the latter with a 


16/8 heel, while the Enna Jettick 
store next door on Winter Street. 


. shows combinations of gabardine and 


leather, both smooth and patent, in 
black. 


Slattery’s, another and _ higher- 
priced women’s wear store on Tremont 
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This advertisement has appeared in 


the following magazines: 
Athletic Journal 
Journal of Health & Physical Education 
Scholastic Coach 
Southern Coach & Athlete 


We are telling “gym” instructors and 
physical directors in schools—why our 
customers will not have “gym” shoes this Fall 


The above ad appeared in the September issues of This ad explains the canvas shoe situation and will 
the magazines listed at the left, which are carefully help school authorities understand why their stu- 
tead by those in charge of gymnasium Classes in dents may not be able to purchase “gym” shoes 
schools and colleges throughout the country. this Fall. 
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A DIVISION OF - FOOTWEAR FACTORY — 
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Street, displays black suede pumps 
with a highly-polished metal buckle 
reminiscent of the rhinestone buckles 
so popular many years ago. Satin 
boudoirs also are shown. 
Reptilian leathers are featured at 
both the Wilbar and Arlace shoe 


are being promoted at the 
; while the former recently an- 
nounced a “special offering” of 


pump types'in genuine brown alliga- 
tor, also with matching bags. This 
same store gives prominent display 
space to ration-free fabric shoes in 
green, brown and red shades. 


they had hoped. The demand through- 
out the Summer and this Fall has 
been excellent and stocks in many 
stores are so low that proper fitting 
is impossible. Nor were there enough 
high-grade children’s shoes to meet 
the pre-school demand which began 
early in August and continued well 
into the third week of September. 


2 
NEW YORK SHOE 
DEPARTMENTS BUSY 


women’s 
an "e—are doing a good 
business right now. For reasons, 
which most managers of men’s depart- 
‘ments do not attempt to explain, their 
figures are ahead of last year’s. This 
seems to be particularly true of de- 
partments selling men’s shoes in the 
higher price brackets. The two types 
most in demand are the plain toe or 
military shoes and Norwegian moc- 
casins. The latter are increasingly 
hard to obtain, according to several 
heads of men’s departments. 

In women’s shoes, first call is for 
black suede in sling and d’Orsay 
pumps. Smooth leathers and more tai- 


4 


lored shoes are also selling now, but 
the biggest demand is for the dressier 
types in black suede. Next to these 
in popularity is the slipon with gypsy 
seam in heels from 7/8 up to 12/8. 
“The lower the heel, the better,” says 
one buyer. Recent demands for these 
shoes have come in part from girls 
going back to college and school. One 
college department reports the two 
biggest sellers to be flats of any kind 
on 8/8 and 9/8 heels and real hand 
sewn moccasins. All casual types— 
open and closed—have sold well, ac- 
cording te the buyer for this depart- 
ment. He notices a growing trend 
toward dressy casuals among these 
girls. Among all ages a low heel 
cross strap has been extremely pop- 
ular, according to the manager of one 
Fifth Avenue shoe store. Another 
similar store, carrying good middle- 
of-the-road styles in better grade 
shoes, tells pretty much the same 
story regarding a similar pattern. 

In children’s departments the prob- 
lem is still shortages of merchandise 
in the small sizes. One buyer notes 
the lack of sneakers and reports the 
use of a soft sole ballet type for gym. 
For boys and girls of school age, moc- 
casin types in slipons and oxfords 
continue as leading favorites. De- 
mands for rubber boots are being met 
fairly adequately in the children’s and 
boys’ and girls’ departments. Slip- 
pers, buyers report, are a year-round 
business in the children’s, as well as 
the men’s and women’s departments. 


BALTIMORE STORES PROMOTE 
COLD WEATHER MODELS 


Now is the time of the year when 
progressive shoe stores in Baltimore 


look ahead to Fall and Winter activi- 
ties. Thus they are promoting suit- 
able shoes and materials for cold 
weather occasions. Seen here were 
suedes, lizards and calf, in varied 
styles for various functions, plus a 
continued pointing up of children’s 
wear. Suede, as usual this time of 
the season, took the lead. - 

Lane Bryant featured recently 
“Suede, soft and soothing . . . as 
feminine as your dressiest frocks.” 
The artist sketched a pair of open 
toe high heeled pumps with bow 
over instep. 

A soft lead called attention to 
Hahn’s recently promoted high heeled 
lizard pump with closed toe and bow 
of the same material over instep. 
“Lovable Lizard . . . prize catch for 
Autumn! You'll want it for impor- 
tant occasions to wear with your 
smart new suits—and it’s yours in 
rich brown or deep black.” 

A pump with “swoosh” and haute 
monde flavor illustrated a large ad- 
vertisement sponsored by Hess. “Dis- 
tinctly Different—Vicki-glove tailored 
elegance in black or brown suede .. . 
$15.95.” 

Giving the children a touch of rich- 
ness, Hess featured recently an alli- 
gator grain Anklet low heeled clesed 
toe shoe which was caught around 
the ankle with a buckle. 

The May Co. called attention to 
two high styled dressy black suede 
pumps . . . high heels, open toes, 


with grosgrain bows . . . “Dressy 
black suede . . . high heel pumps. . . 
the utmost in foot flattery! D’Orsay 
or opera cut, with grosgrain bows— 
84% to 10%.” 

O’Neill’s gave mention to a lizard 
sandal in an exclusive illustration 
along with a general layout of other 
merchandise recently. In another ad- 
vertisement “Jet black suede” was 
played up in four different styles by 


, four different manufacturers, “Per- 


fect with your first Fall costume .. . 
here are four major shoe silhouettes 
- «+ the basic pump, the intricately 
cut sandal, the V-throat pump and 
the sling-back baby doll. Choose the 
one that does most for your foot.” 
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igt Slippers Add 
The Festive Note 


[CONTINUED FROM PAGE 26] 


The first thought which comes to 
gind when considering children’s slip- 
pers for Christmas sale is that of the 
woolly slipper, doubly important this 

with the prospect of short supplies 

@ fuel and chilly houses. These slip- 

can be presented both from the 
gandpoint of their own attractive ap- 
pearance and from that of safeguard- 
img the health of the youngsters by 
jeeping their feet warm on cold Winter 
gights. Materials used in these slippers 
gnter around felt and wool, with a 
git, warm fee] to them to add to their 
appeal. Boot styles are always welcome 
in the cold weather, and these with 
shearling or fur collars are sure to sell 
gasily. Soft soles and soles of felt are 
wed on many of these warmth-giving 
@ippers, although others are shown 
with hard soles of composition. Bright 
@lors add to their attractive appear- 
ance and are sure to make them doubly 
welcome. 

For the older girl, there are more 
dressy, more sophisticated styles. Some 
of these use richly embroidered fabrics 
in gay colors for the uppers; others use 
rich materials such as corduroy and 
plush. Nearly all have platform ef- 
fects, and some, with open backs, are 
copied from those preferred by women 
customers. Along this line, the shoe 
man may find it feasible to show the 
same slipper styles in both mother and 
daughter sizes, presenting a tie-up 
Which is sure to ring up sales on the 
cash register. 


See No Difficulty 
In Reconversion 


MANCHESTER, N. H.—Little difficulty 
is expected in reconversion of this city’s 
shoe industry to peacetime production, 
&ccording to statements obtained in in- 
terviews with manufacturers and labor 
leaders. 

The shoe industry faces “no recon- 
Version problems,” in the opinion of 
Louis H. Salvage, head of the L. H. 
Salvage Shoe Co., Inc., of this city, 
and president of the New England Shoe 
and Leather Association. 

George Fecteau, president of the 
United Shoe Workers of America 
(CIO), anticipated “minimum shock” 
for local labor in the post-war period. 

Francis J, Mara, business agent of 
the New Hampshire Shoe Workers’ 
Union, expressed similar optimism and 
declared, “Manchester’s shoe factories 
should encounter no serious dislocations 
after the war.” 

“The over-all picture, as it relates to 
Manchester, based on our question- 
Maires received to date, is most en- 
couraging,” declared George C. Lincoln, 
loeal chairman of the Cemmittee for 
Economic Development. 
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JAY SHOE MANUFACTURING CO. 
CAMBRIDGE, MASS. 


PRESENTS: The LUXURY Stride 


Rigidly laboratory and wear tested, 
the BURKART SOLE is elastic, 
tough, and long wearing. This new 
type sole is ideal for high-style, 
faille, gabardine, and other fabric 
models. BURKART SOLE meets 
all specifications of W. P. B. Spec. 
M-217 for Substitute Soles. It is 
furnished in triple-ply, 14” x 2034” 
sheets. 


Write immediately for complete information on abrasion, 


Nearly 4,000,000 pairs of 
high-style and play shoes— 
non-rationed and rationed 
—already feature the 
BURKART SOLE. Typical 
of the mounting number of 
alert manufacturers now 


using the easy-to-work 
BURKART SOLE, are the 
Jay Shoe Manufacturing Co., 
of Cambridge, Mass., and the 
Milius Shoe Co., of St. Louis, 
Missouri. 


MILIUS SHOE COMPANY 
ST. LOUIS, MO. 


PRESENTS: The LIFE Stride 


crackiness, absorption, tackiness, and stitch-tear tests of 
the BURKART SOLE. Developed by one of the world’s 
largest makers of insulation and fiber products, the 


BURKART SOLE is right... and so is its price. 


F. BURKART MFG. CO. 


4900 N. SECOND ST. + ST. 


DISTRIBUTED BY 


LOUIS 7, MO. 


THE JOHN HARVEY LEATHER COMPANY 


Offices: 327 Arch St., Philadelphia 6, Pa. . . 


1604 Locust St., St. Lovis 3, Mo. 


1012 N. Third St., Milwaukee 3, Wis. 


AGENTS 


GITTERMAN & CO. - E. D. BROOKS COMPANY 


171 Madison Ave. 16, New York 


30 South St., Boston 11, Mass. 
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Wyman, 19 West Lexington Street, 
catching the mood of vibrant young- 
sters, featured quality and good fit. 
The moccasin and the walled toe 
oxford were shown in brown elk. 

Windows here were luxuriant with 
bag and shoe combinations, especially 
of dark and soft shades of lizard. 
Lizard is definitely getting strong 
mention, especially in brown. 


SLIGHT BUSINESS DROP 
REPORTED IN DETROIT 


RETAILERS in Detroit generally re- 


ported a slight drop in business, com- 
pared with a year ago, toward the 
end of the past month. Principal 
reason appeared to be a general 
tightening of the local retail market, 
as the result of signs of the coming 
end of the war. Most significant for 
Detroit was the report of huge lay- 
offs at Willow Run, followed by de- 
nials, and then followed up by placing 
of the huge plant on a five-day work- 
ing schedule. Result was to confuse 
and alarm war workers generally, 
with the feeling that their days of 
high wages and overtime were ap- 
proaching an end. 

In the meantime, demands for cer- 
tain types of shoes outran supply. In 
heaviest demand were suedes, with 
stores unable to keep them in stock, 
or on patents, another big seller in 
women’s lines. 

Play shoe situation became alarm- 
ing to retailers, as the demand con- 
tinued as high as ever. Many Detroit- 
ers have accepted these shoes as 
necessary wartime supplements to 
their regular rationed shoe purchases, 
and count on them to fill in. Big 
buyers in particular, however, are 
reluctant to stock such shoes for more 
than a few weeks ahead, lest they be 
caught with a heavy investment in 
shoes that they fear will be unmov- 
able the day after rationing is lifted. 
They are buying very closely in these 
lines. The trend is general and re- 
flects the general caution of local 
buyers. 

Paradoxically, actual volume of 


buying is outrunning available sup- 
ply. This is because inventories are 
actually so low in most lines and 
most stores that, with any kind of 
brisk turnover, stocks are quickly de- 
pleted, and retailers depend on fre- 
quent buying to keep their customers 
supplied. At the same time, the low 
stocks cause considerable customer 
dissatisfaction in lack of an assort- 
ment of sizes or styles. 

Retailers have gained somewhat lo- 
cally from this situation, since they 
are able to make a more frequent 
turnover on their inventory capital, 
and consequent greater profit on in- 
vestment, although part of this gain 
has been wiped out by increased oper- 
ating costs. 

Help situation has become fairly 
stable, with most stores now retaining 
their present personnel and not an- 
ticipating any significant further loss. 

at 


WINTER STYLE SELLING 
IN MIAMI 


Now with the back-to-school and 
college rush out of the way, Miami 
women and visitors in this area are 
considering their best buy in a Fall 
and early Winter shoe. What was ap- 
parently a tremendously important 
MUST of not so long ago when wo- 
men bought a tailored and casual 
shoe as the basic unit of the Winter 
wardrobe, has given way to a demand 
for extremely dressy types, particular- 
ly for after-dark wear. The sturdy 
low heeled tailored shoes with which 
many women started shoe wardrobes 
when rationing went into effect are 
still: doing valiant service and make 
many trips to the repair man for heels 


Emphasis is on heels in this attractive 
ad from Hoftheimer's in Richmond, Va. 


and minor repairs. High heeled black™ 
suede is far in the lead in popularity, 
This is truly an all-purpose shoe fore 
dress-up wear and can be kept au 
classic affair or made as frivolous ag™ 
its wearer demands by the addition 
of a bow or buckle or fancy gadget, 

Burdine’s has featured a black 
suede which their advertising copy 
declared is the proper footwear be- 
cause “Fashion favors ink-black.” It 
is described as “Sooty, velvet soft 
suede to underscore your “Lovely 
Lady Look.” It is a sling back model 
with faille and jet rosette trim. 

In a lower priced bracket a smart 
black suede is being pushed by Sears 
at $5.45. Most of the chain stores 
are also featuring black suede. 

Also in favor is any combination 
of white and brown. For the coming 
resort season when white and light 
clothes will be popular, a brown and 
white shoe is one of the most prac- 
tical items for the shoe wardrobe. 
Something smart in this line, and a 
shoe that has had a tremendous ap- 
peal is offered by Rothmen’s of Miami 
Beach, a model in russet calf and 
natural conga cloth, priced at $13.95, 

I. Miller of Lincoln Road, Miami 
Beach, is pushing with considerable 
success a Helen-of-Troy sandal in 
black bubble suede. Richards, Miami, 
have done well with a white and black 
sling back, open toe pump, trimmed 
with a porcupine bow or a tailored 
flat bow. 


Also very much in the popular fash-/ 
ion picture is black patent. Reptiles, 
both genuine and imitation, continue 
to sell well. 

Colors are not very prominent iw 
most shops, although some are shown. 
Richards has done well with Iris blue, 


Carousel red, Normandy wine and 


chestnut. Each shoe had matching 
accessories, including bags. 

The chain stores continue to attract 
customers with the wide color range 
they offer in ration-free play shoes. 
And the incoming Winter resident 
trade, arriving daily in great num 
bers, is buying such shoes in quantity. 

[TURN TO PAGE 62, PLEASE} 
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Consumer Demand for Quality Footwear 
Continues Very Strong 


ALL manufacturers of fashion footwear in the Chicago 
area agree that no colored leather shoes could possibly be 
delivered to the retailer before the first of the year—and 
some add: “If then!” All shoe houses plan to show sam- 
ples of colored shoes at the forthcoming Shoe Fair, but 
deliveries must of necessity follow much later. Not only 
is the manufacturer handicapped in production of his 
regular lines, but the tanner, too, cannot develop the 
colored hides because of his continuing manpower 
problems. 

Salesmen on the road are taking order on black, Town 
Brown, Army Russet and patent, as before, and they report 
that the average merchant is primarily interested in get- 
ting his stocks in these wanted colors at this time. Re- 
tailers, for the most part, believe that high color is not 
really important until Spring, and since manufacturers 
believe they can get into satisfactory production by then, 
everyone should be happy. Come Spring, color will be 
more important than patterns for color will make old pat- 
terns look new. Navy and red are looked to as the big 
demand. 


Platform soles of course have fashion value, but several 
houses here declare they cannot go into platform construc- 
tions at this time without perceptibly slowing down their 
output on regular merchandise. One house which has not 
made platforms for about two years says they expect to 
make some simulated platform styles. Another says that 
though they will develop some new platform models in 
time to show at the Fair, they- really want to discourage 
dealers from ordering them, since if they must’ concen- 
trate their efforts on these, regular, already-accepted styles 
will be delayed. And taken by and large, it is the “regu- 
lar” stocks that prove to be the backbone of any dealer’s 
business. 

Quality houses were of course very much pleased that 
they could again use genuine leather trimmings. One 
reports that they promptly jobbed their supplies of imita- 
tion materials to a handbag manufacturer and now have 
only real leather bows, rosettes, etc., to work with, to the 
satisfaction of everyone concerned. 

The demand en the part of the consumer for quality 
footwear continues to be “terrific.” A spekesman for a 
quality house says that with the cancelling of shoe ration- 
ing, a larger section of the public will again turn to lower- 
priced shoes. But under the coupon system the consumer 
has given an almost fictitious value to higher-priced goods 
on the basis that he wants to buy the very best that he can 
get, since quantity is limited. This man maintains that a 
more even keel will be reached in the industry when ration- 


ing can be discontinued because it will give every type 
of manufacturer the opportunity to compete on his own 
grounds, and though the demand for higher-bracket goods 
will fall off somewhat, yet this will be a salutary thing 
for there won't be the excessive push on production that 
the so-called better houses are today experiencing. 

However, the discontinuance of shoe rationing should 
be a gradual one, he says. It should be gradual enough to 
enable the merchant to get rid of his “wartime” merchan- 
dise—some types of plastics and other war-born substitutes 
—without too great a loss. Questioned as to the future of 
plastics, he said that, judging by developments up to the 
present time, he has no great faith in the widespread use 
of plastics in footwear once war conditions cease to exist. 
However, he added, it is quite likely that they will con- 
tinue to be used for the immediate future, more particu- 
larly on two-tone spectators which unquestionably will be 
in enormous demand again next season—provided, of 
course, that two-tones continue under the same restric- 
tions of manufacture as at present. 


Price Ceilings Pose Problem for Manu- 
facturers on New Type Shoes 


LIFTING of many of M-217 restrictions has complicated 
life for New York shoe manufacturers, rather than sim- 
plified it. With no immediate relief in sight as regards 
supplies of leathers and labor, they are confronted with 
the problem of meeting demands for new patterns, heel 
heights, treatments and colors. The problem is one of 
price, as well as materials and skilled help. 

Take, for example, a manufacturer who has never 
before put platforms on his shoes. With the release of 
platforms on high heel shoes, he is confronted with the 
demand for them. He wants to satisfy his good customers 
but sees that he cannot do so without additional cost 
although no higher price is permitted. If, as one such 
manufacturer explained. he had formerly made platform 
shoes and then had been obliged to stop doing so, continu- 
ing, however, to get the same price for his shoes without 
platforms, then the loss he weuld have to take in resuming 
the manufacture of platforms at the same price as before, 
would have been compensated for in the non-platform 
period. His customers would also be compensated in the 
reverse order. 

A manufacturer who has not made platforms, or many 
platforms, heretofore, is faced with a dilemma. The prob- 
lem is particularly vital to many just now because the 
demand for platform is growing all the time. One jeading 
New York designer said recently that they are, in her 

[TURN TO PAGE 52, PLEASE] 
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Why sell only one or two ey 


footwear when Sundial makes such 
saleable shoes for everyone in the family? 
People feel at home in a Sundial shoe store, — 
because it’s a store for the entire family. They 
can sit down to a selection of attractive footwear 
for the youngest to the oldest — and get what they want, in the best 
obtainable quality, in a variety of styles —and at prices within the 
reach of the family budget. 

It’s the family shoe store that sells the most shoes, to the most cus- 
tomers — particularly if the shoes are Sundial—the shoes that 


suit everyone, 


DIVISION OF INTERNATIONAL SHOE COMPANY 
MANCHESTER, NEW HAMPSHIRE 


~ 
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[CONTINUED FROM PACE 50] 
estimation, so important that eventually every woman will 
have platform sole shoes in her wardrobe, in sport shoes, 
dress shoes, or both types. 

The problem of leather supplies continues practically 
the same as reported by us in recent issues. Black suede 
and patent leather are two of the hardest leathers to get. 
And the demand for them continues big. It is felt by some 
manufacturers that navy blue will help fill the gap made 
by the scarcity of patent leather for Spring shoes. Navy 
blue in the slightly lighter Bluejacket shade is. expected 
to be the number one color for Spring, not forgetting, of 
course, the year round popularity of black. Women have 
been hungry for it. It is a good harmonizing accent for 
the new colors in Spring woolens and rayons. 

In spite of all the difficulties attendant on getting Fall 
orders into the stores as speedily as possible, manufac- 
turers in this area will be ready with the most interesting 
Spring samples that we have seen since the war began. 
The amended M-217~has stimulated the industry for the 
immediate future and made it realize what lies ahead after 
all limitations are removed. 


ConDITIONS in‘the New England end of the shoe indus- 
try are unchanged, with one exception. The decrease in 
demand for non-rationed shoes is even more marked than 
it was two weeks ago and production schedules, in conse- 
‘quence, have been further curtailed. 

This curtailment, first noted in mid-June, is reflected 
vividly in production figures of the United States Bureau 
of the Census covering the month of July and the first seven 
months of 1944. While national production during July 
showed a decrease from that of July, 1943, of 16.1 per cent, 
the decrease in Maine was 16.9 per cent; in Massachusetts, 
21.7 per cent; and in New Hampshire, 22.9 per cent. With 
the exception of Massachusetts, moreover, production for 
the first seven months of 1944 showed a decrease slightly 
greater than the decrease of 2.7 per cent in national pro- 
duction. 

During July, Maine shoe factories produced 1,725,000 
pairs of shoes as compared with June production of 2,223,- 
000 pairs; Massachusetts produced 5,462,000 pairs as com- 
pared with 7,685,000 in the preceding month; and New 
Hampshire factories made 2,424,000 pairs as compared 
with 3,581,000 in June. 

Wholesalers report that orders for non-rationed shoes 
have fallen off and that they, in turn, are no longer in- 
clined to place fill-in orders with factories on which they 
have depended in the past. 

Conversion to rationed leather footwear, normally the way 
out, is complicated by the shortage of material, and some 
manufacturers of non-rationed types are reported to be of- 
fering the facilities of their factories to the United Nations 
Relief and Rehabilitation Administration, rumored to be in 
the market for large quantities of shoes for distribution 
abroad. 

Elsewhere on the New England front a species of civil 
war has broken out between shoe manufacturers who wish 
to take full advantage of the easing of color restrictions 
and tanners who feel strongly that staple colors should be 
adhered to, with the exception of blue, until such time as 


— 


there is more leather available. Nevertheless, manufac. 
turers continue to place orders for reds and greens, and 
tanners continue to point out doggedly and persistently, 
that if the orders are accepted, the footage involved must 
of necessity be deducted from the footage of brown, black 
and blue already on order. This is true in the case of both 
calf and side leather. 

Tanners are hampered these days at least as much by 
the shortage of man-power as by shortage of raw stock, 
and cut-backs in war production to date have not released 
any sizeable amount of labor to relieve the situation. 

In the sole leather field, there is the now-normal shortage 
of all heavy-weight, good quality leather, but there is in- 
creasing difficulty in disposing of the light weight leather 
of poorer quality. Stocks of this leather, which has sold 
readily in the past, begins to show signs of accumulating, 


Shoe Machinery Amendment Explained 


To answer the large number of inquiries received by the 
War Production Board as to the precise effect of the recent 
amendment to Limitation Order L-215, (Textile, Clothing, 
Shoe and Leather Working Machinery), L. Marshall 
_ Newell, Chief of the WPB Textile Machinery Branch, on 
September 11 issued~an explanation of the order as 
amended on September 2, 1944. 

The principal effect of the amendment was to make it 
unnecessary for persons wishing to acquire textile, clothing 
or shoe or leather working machinery to file an application 
for approval of priorities assistance in connection with the 
purchase. Likewise, it is no longer necessary for the sup- 
plier to receive approval from WPB before making sales 
of such machinery. 

The amended order also eliminates the necessity of filing 
schedules covering the production of these types of ma- 
chinery, officials explained. It is still necessary for manu- 
facturers to file for their controlled materials to. manufac- 
ture this machinery with the Controlled Materials Plan 
Branch. Thus, the output of the manufacturers will con- 
tinue to be controlled through CMP. 

Mr. Newell also made it clear that under Priorities 
Regulation No. 1, machinery manufacturers must fill 
orders that were previously approved and rated. The 
amended order contains a provision for the issuance of 
ratings, but it expressly forbids the assignment of any rat- 
ings except for military purposes and for extremely urgent 
civilian requirements. At the present time, Mr. Newell 
emphasized, there are few if any circumstances that would 
warrant the issuance of ratings for civilian purposes. 


Retailers, Prepare Now 

[CONTINUED FROM PAGE 33] 
plains their use. It shows that the records and system of 
a small store, in particular, can be very simple indeed. 
In fact, this pamphlet explains that all the records a 
small store needs can be boiled down into just one simple 
form, which is included in this pamphlet. 

It is obvious that small stores cannot hope to survive 
‘in this coming highly competitive era unless they main- 
tain adequate but simple records. Another advantage is 
that this would enable the Census Bureau to compile more 
complete information than it is possible to obtain from 
the present inadequate records of many small stores. Such 
information would be of inestimable value to small stores. 

Next I shall discuss how credit department systems of 
stores can be greatly simplified. I shall also discuss how 
small stores can improve their relative position by increas- 
ing their charge business. 
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EDITOR’S NOTE. In his in- 
troductory installment of this 
article in the September 15th 
issue of BOOT AND SHOE 
RECORDER, Mr. Lasser sum- 
marized some of the main pro- 
visions the 
Cities Plan” and pointed out 

wherein it agrees with or dif- 

fers from “Ruml-Sonne” 
plan favored by the National 

Planning Association. In this in- 

stallment he continues the com- 

parison. 

10. Twin Cities proposes a new re- 
jail sales tax of 5 per cent to raise 1 
billion, while Ruml-Sonne turns thumbs 
down on a sales tax, 

11. Twin Cities seeks 5 billion from 
corporate income with its 40 per cent 
plan, while Ruml-Sonne with 5 per cent 
franchise on corporations seeks only 1 
billion from this source, 

12, Twin Cities seeks 5 billion from 
individual income taxes while Ruml- 
Sonne, relying on this as the principal 
source, wants 13 billion from _ indi- 
viduals and expects to get a part of it 
because of the increased business ac- 
tivity and increased personal income 
from dividends which will result from 
elimination of corporate income taxes. 

2 Twin Cities makes much of 

carry overs,” “carry backs” and “loss 
Soke to make good years (including 
war years) give tax help to corpora- 
tions in their bad years, while Ruml- 
Sonne skips over this phase entirely. 

14. Both plans aim at simplification 
of the tax system and keeping it stable 
so business can do its own planning 


15. Both proposals keep the personal 
income exemptions at low levels, with 
Twin Cities offering a slightly larger 
exemption if there is an acceptance of 
its sales tax proposal. 

16. Twin Cities makes incidental 
changes in the capital gains provisions 
while Rum! lets this phase ride. 


ing retroactive. 

18. Both plans assume a federal bud- 
get of 18 billion exclusive of social 
security—and believe this colossal sum 
can be realized on the income side even 
though it is several times greater than 
any previous peacetime tax return. 

19, Both accept personal income tax 
tates which are very.much greater than 
prewar rate; Twin Cities also accepts 
higher rates on corporation income, 
though considerably wer than present 
tates. 

20. Neither plan relies on public 
_— as a major means of assuring 


21. Neither plan is presented as a 
final answer or cure-all; each is modest- 
ly submitted as a contribution to more 
intelligent thinking and action in the 
highly vital field of postwar tax policy. 
So much for general comparison. As 
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with knowledge of what it can expect. . 


17. Both seek to avoid taxes ever be- 


Changing Taxation Law Is Your Business 


by J. K. Lasser 
Concluding Instaliment 


a specialist on the subject of taxation, 
the writer has also been requested to set 
forth, for the readers of this magazine, 
some of his personal observations with 
respect to these two plans. So here 


goes: 

Politically, the Twin Cities plan, in 
spite of its sales tax feature, appears to 
have more chance than the Ruml-Sonne 
plan because it will be difficult to per- 
suade Congress to pass up the “easy 
revenue” already being taken from “im- 
personal corporations” and to get 
Congress to face the “onus” of secur- 
ing the major revenues from personal 
incomes, however sound the latter policy 
may be. Nevertheless, Rum! fathered 
the pay-as-you-go plan which, while not 
at all popular in many important 
quarters, finally went through on merit. 

Twin Cities and Ruml-Sonne are not 
out of bounds as regards what can be 
realized from either corporate or per- 
sonal income taxes when the national 
income stands at relatively high levels. 
This is demonstrated as a fact for the 
fiscal year ending June 30, 1944, when 
Federal taxes yielded the record sum of 
over 40 billion dollars ... nearly double 
that for the previous fiscal year. This 
year’s yield breaks down to over 18 
billion from personal income tax pay- 
ments and over 14 billion from corpora- 
tions, of which latter sum 5.2 billions 
represented corporate income taxes and 


ok 


9.3 represented exeess profits. taxes. 
Twin Cities and Ruml-Sonne each seeks 
an overall total of but 18 billion .*. . 
Ruml-Sonne 1 billion from corporate 
taxes, versus 5 billion for Twin Cities 

. Twin Cities 5 billion from personal 
income taxes versus 13 billion for Ruml- 
Sonne. 

Tho Ruml-Sonne plan speaks of a 5 © 
per cent franchise tax on corporations 
by which is meant not a tax on capital 
but a nominal tax on annual corporate 
income. With this 5 per cent tax, plus 
a tax on retained earnings the Ruml- 
Sonne plan still expects twenty percent 
of the “easy” corporate money taken 
under the 40 per cent Twin Cities plan. 

The Ruml-Sonne plan recognizes that 
elimination of corporate taxes and de- 
pendency on individual rates may also 
lead to failure to pay dividends. That 
will avoid payment of taxes by stock- 
holders. And so Ruml-Sonne proposes 
a feeble device to stop that. It en- 
courages bringing back of the old un- 
distributed profits tax with an impost 
of 16.5 per cent on undistributed earn- 
ings. A great deal of experience with 
that tax suggests that much more than 
it is needed. 

Both plans ¢oncentrate on corporate 
business. They forget that just as much 
tax incentive is needed by unincorporat- 
ed business which is generally smaller 
business. I think that.dur postwar 
planning must give vent to a specific 
stimulus for greater employment in 
this large group. 

Under the Twin Cities plan, the 
corporate tax rates is pegged at 40 
per cent but pegging at this or any 


Christmas Package for Overseas WACs 


Photo by U.S. Army Siguel Corps 


stationed overseas will contain some of the items pictured above. The compa 

fancy handkerchiefs, identification bracelets, folding picture frames can be selected 

in any color, shape or size, and the cosmetic items including everything from 
. Insteed 


in bottles, send 


creams to perfumes should be unbreakable to ship 
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Compo tech- 
nique is proving 
so helpful to 
our licensees in 


day as always, 


when the name 
behind the name 


is Compo... 


the shoe is a 


better shoe. 


and forgets partnership and proprig 
torship. It would return part of the wap, 
time taxes to corporations. That make. 
sense if the same encouragement wey 
given to all business. 


peint that elimination of the Feder 
tax on corporation income will produg 
lower prices, higher wages, larger m» 
tail sales and greater earnings fp 
stockholders. Distribution under theg 
three headings would be up to ing. 
vidual management and cannot, thers 
fore, be measured in advance, but some 


benefits should accrue in all of the stat. 


ed directions. Ruml-Sonne also poing 
out that the Federal Income Tax @ 
corporations tends (1) to raise the cog 
of goods and services and in som 
cases to pyramid them, (2) to keg 
wages lower than they otherwise might 
be, and (3) to limit the yield on rig 
bearing investments. 

A large part of this is true but] 
question whether broad reduction o@ 
elimination of corporate taxes is th 
cure-all. We need a more positive ste 
that will bring tax relief where there 
is proof of a contribution to employ. 
ment. To permit a conservative corpora. 
tion to pile up reserves through a lower 
tax burden is not fair to. the enterpris 
ing small business that will risk its 
capital seeking new markets. The latter 
deserves an incentive because it might 
lose its entire grubstake. The non-risk- 
ing business should pay more of the tax 
bill necessary to finance government. 


Favors Individual Rates 

Twin Cities state “relatively heavy 
corporate income tax rates are not a 
harmful to the private enterprise sys 
tem as are heavy individual income tax 
rates, for the reason that the latter 
shut off at the source all possibility of 
venturing of capital by individuals.” 


- Whether this can be completely proved 


still remains something of a question. 
Its premise is that large fortunes al- 
ways provide the working capital for 
American business. This does not prove 
that. It was Couzens and his $1000 that 
really staked Henry Ford and it will be 
small contributions from all of us who 
will -gamble that will make these ven- 
tures possible. 

The era where individual familie 
build whole industries by their colos 
sally large investments is passing @ 
has already passed. Today risk capital 
must be drawn from a wide variety of 


other similar level does not assure that 
business will aggressively undertake to 
expand production, markets and em- 
| “sagan Even virtual elimination of 
corporate income tax, as proposed 

by Ruml-Sonne gives no positive as- 
surance that corporations will take the 
risks necessary to step up employment. 
As a matter of fact, the present ex- 
cess profits tax on corporate income is 
a very positive method of encouraging 
spending and risking. Continuation of 
such a tax, but with more latitude as to 
allowable types of expenditures, might 
do a good deal to create postwar busi- 


ness activity and employment. This 
will sound radical to some, but after all, 
if we want to attain a high level of 
employment, we must find a number of 
effective ways to induce companies and 
individuals to spend and take risks. 
Under the Ruml-Sonne plan, there 
being no tax on corporations, there is 
no real offset for losing money. Under 
today’s scheme, if we lose money, as a 
result of risks taken, we get a credit 
advantage by a carry-forward or carry- 
back. The Twin Cities plan amplifies 
and improves such provisions. But here, 
too, the plan favors corporate business 


sources. This means in small lots, more 
often than not, if we are to be sue 
cessful in a national sense. Neither plan 
goes far enough in providing specific 
incentive to risk taking on the part of 
small investors in new enterprises and 
in the certain expension of older ones. 
Without such stimulants, are we no 
likely to see a situation where business 
tackles only mildly the expansion need 
ed to assure postwar employment? Ar 


‘we not likely to see small business still 


hampered in its efforts to finance even 
normal growth, let alone ambitious ex 
pansion? Are we not likely to find in 
vestors seeking primarily the are 
where capital gains offer assurance of 
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jgwer taxes? And, if so, can anyone 

y say that capital gains on al- 
ready outstanding stocks of business 
corporations, or on real estate already 

i represents an actual contri- 
bution to postwar employment? 

We must all ponder such questions. as 
these in developing the nation’s future 
tax policy. This final plan cannot be 
devoid of social considerations. It can- 
not fail to preserve democracy of op- 
portunity as represented by new busi- 
nesses, both big and small. It cannot 
fail to offer rewards and inducements 
to the individuals and the companies, 
both big and small, who actually put 
their money and sweat into stepping up 
business postwar, thereby providing ad- 
ditional employment. 

Viewed in this light, the Twin Cities 
and Rum! plans stand as important 
contributions. In general, where they 


are in agreement, they appear sound-~ 


est—and where they differ there seems 
to be the greatest need for continued 
study. 

Both of these lack the spark which 
gives direct aid to the source that sup- 
plies the business stimulus, that is, 
the business, large or small, that will 
gamble its funds to employ people. My 
hunch is that direct exemption to them 
alone is our salvation. One way to get 
that is to set up a tax system like that 
proposed in the Twin Cities plan. Then 
give complete tax freedom for a limited 
part of the postwar period to any busi- 
ness, large or small, incorporated or 
not, with proof that it has risked capi- 
tal to provide jobs and security. 

Discussions on future taxation should 
run up and down the line not only in 
business circles but in farm, labor, 
banking and all other circles neces- 
sarily concerned with this vital matter. 
The wider the discussion the more in- 
telligent the ultimate solution is likely 
to be. 

In certain ways each of the Twin 
Cities and Ruml-Sonne plans will ap- 
pear radical to other than the sponsors. 
But individually, and taken together, 
they indicate how greatly—radically, if 
you please—our tax system must be 
overhauled. In the interest of the post- 
war prosperity ofthe nation as a whole 
—in the interest of business, both big 
and small . . . those who risk and engi- 
neer the active use of capital must be 
given a better break than accrues to 
those who simply sit and wait. For on 
the venturers, in large measure, all 
America depends. 


Retail Sales-Up 
One-Third in July 


PHILADELPHIA, Pa.—Retail sales of 
Shoes in the Philadelphia area in- 
creased nearly one-third during July 
Over the same month a year ago and 
topped the percentage of increases of 
Tetail dollar volume reported by de- 
partment, apparel and furniture stores 
in this district, where sales were main- 
tained unusually well with increases 
from 10 to 21 per cent. 
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An increase of 22 per cent for July 
over the previous month, and an in- 
crease of 33 per cent compared with 
the same month in 1943 were reported 
recently by the Federal Reserve Bank 
of Philadelphia for stores reporting in 
its district. A decline of 4 per cent, 
however, was reported in the total vol- 
ume for the first seven months of this 
year when compared with the same 
seven months of last year. 

Inventories in shoes increased 9 per 
cent in July over the previous month 


but were f7 per cent below the same 
month a year ago, while department 
and apparel stores increased 4 per cent 
over last year. 

Production of shoes took a sharp de- 
cline during July and was reported 10 
per cent below the previous month and 
11 per cent below the same month in 
1948. Total production for the first 
seven months of 1944 was 5 per cent 
under that for the same seven months 


a@ year ago. 
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Store’s Growth Parallels City’s Progress 


[CONTINUED FROM PAGE 31] 


. fifty years ago, Sommer & Kaufmann 
has become a tremendous merchandis- 
ing institution embodying a series of 
separate shops which cater to all de- 
mands in footwear for women, men and 
children. Surrounding these are spa- 
cious shops featuring millinery, acces- 
sories and apparel. 

Seven distinctive, individualized 
stores are housed within the five selling 
floors: The Junior Shops, stocking ap- 
parel as well as shoes for boys and 
girls; The Co-Ed Shop, with sport foot- 
wear and apparel; the Arch Preserver 
Shop, headquarters for the famous 
foot-comfort shoes; the atractive Ter- 
race Shop, featuring de luxe shoes, 
complemented by the smart Millinery 
Shop and accessory section; the Oval 

main floor shopping mecca, 
where handbags, gloves and hosiery are 
also obtainable. On the lower floor is 
the Men’s Shop, as well as the pace-set- 
ting “Irrational Shop,” first depart- 
ment in the country to feature unra- 
tioned shoes exclusively—casual and 
dress shoes as well as indoor footwear. 

In addition to the large store on Mar- 
ket Street, Sommer & Kaufmann main- 
tains extensive shoe departments in 
two of San Francisco’s leading spe- 
cialty shops. 

Marking the share the staff’ has 
played in the firm’s 50-year history, 
decorative service pins were awarded to 
each employee of five years’ service and 
upwards. Photographs of all organiza- 
tion members who have been with the 
firm 15 years and longer appeared in 
the company’s commemorative bro- 
chure, “Fifty Years in San Francisco,” 
which was distributed to customers and 
friends. The brochure also included 


photographs and sketches from San 
Francisco’s past and present, together 
with the company’s outstanding adver- 
tisements of the era. Local newspapers 
carried a series of commemorative ad- 
vertisements. 

Following the death of the founders, 
Max Sommer and Maurice J. Kauf- 
mann in 1936 and 1937 respectively, 
Herbert L. Sommer, son of the former, 
was elected president, with Adolph 
Kaufmann, who joined the organization 
in 1897, serving as chairman of the 
board. Vice-president and general mer- 
chandise manager is Max H. Sommer. 
Vice-president is William Kaufmann, 
active in the merchandising end of the 
business since 1897. Other officers are 
Walter V. Howe, secretary, and Leo- 


.pold Oppenheimer, treasurer. 


In spite of war conditions, Sommer & 
Kaufmann’s slogan, “Good Shoes Since 
1894,” still accurately describes the 
company’s merchandise. Says  Presi- 


dent Sommer, “It is the intention of the , 


house to maintain an alert viewpoint 
toward the many new merchandising 
developments and products that will un- 
doubtedly arise during the postwar 
period. Thereby, we intend to continue 
to bring San Franciscans the finest 
footwear the market provides at the 
prices they. want.” 

Behind this statement is the firm’s 
vast buying power, sound merchandis- 
ing policies and recognition of the ex- 
celient cooperation its manufacturers 
have consistently extended. Thus firmly 
founded, the company is confident that 
for Sommer & Kaufmann, its first 
successful 50 years are merely a 
beginning. 


Shoe Demand and 
The Supply Outlook 
[CONTINUED FROM PAGE 23] 


sent the kind of footwear for which 
consumers will surrender a coupon, the 
kind of shoes which would be wanted 
first if coupons were eliminated. Poten- 
tial demand, however, has certainly not 
fallen off to the same extent. On the 
contrary, in terms of national income 
as well as the deferred demands which 
have developed in the past two years, it 
is highly probable that the potential 
shoe demand is equal to or higher than 
the 1942 level: 

No one can: predict how long the 
present indicated level of demand for 
shoes will be maintained. Cutbacks m 
war production and reductions in pay- 
rolls might tend to diminish extreme 
possible volume. Nevertheless, until 
such time as a sharp readjustment in 
national income does take place, the 
mathematical facts cannot be obscured. 
No intricate analysis or charts are 
needed to.demonstrate that John Doe 
and family want and have the means of 


paying for more shoes than they are 
currently consuming. While the situa- 
tion persists, the elimination of existing 
controls upon industry and consumers 
would pose some extraordinarily seri- 
ous problems unless raw material and 
labor supplies permit a substantial in- 
crease in shoe output. 

Although no one can predict today 
with any assurance at all what the sup- 
ply and production picture will be in 
several months, several facts cannot be 
dismissed. In the first place it seems 
unlikely that German capitulation in 
the near future will be followed by a 
very great reduction in military pro- 
curement. Shrewd observers are in- 
clined to believe that the rate of cut- 
back for shoes and leather goods will 
hardly be more than one-third of pres- 
ent purchasing programs. It is true 
that the release of even that quantity 
for civilian use would aid the industry 
in meeting the full brunt of consumer 
demand. But it is by no means certain 
that when government buying for the 
armed forces is scaled down; civilian 
industry. will be able to utilize the 
released supplies. 


One of the urgent questions facing 
the shoe industry is the scope of relief 
measures for Europe and the quantities 
of shoes or leather which may be em. 
ployed in rehabilitating Europe. Fur. 
thermore, there are additional f 
such as the difficulty of securing im. 
ported raw material, which are temper. 
ing optimism regarding future supplies, 
It seems dubious whether the uncer. 
tainties ‘in’ the supply picture can be 
clarified in the immediate future; 
months may elapse before the pattern 
of foreign trade begins to emerge and 
before the general trend of the raw 
material outiook becomes plainer. Jy 
the meantime, however, the shoe indus. 
try can hardly count upon being able to 
expand production of those classes of 
shoes which consumers are most eager 
to have. As long as that basic condition 
persists, the caution“being displayed by 
WPB and OPA appears to have some 
justification in economic facts. 


Handbags Please Big 
And Little Girls 


[CONTINUED FROM PAGE 27] 


lates tortoise shell and can be carried 
with both tan and brown shoes. 

As to shapes, the under-arm is 
definitely growing in popularity. 
Handle bags are still in demand, of 
course, but there is a trend toward 
the envelope type. Among handle bags 
the box bag, round or square, is lead- 
ing among both high style and popular 
price houses. A new version, tam- 
bourine shape, is being copied down 
from a high to a volume price range. 

Handbags for the youngsters are 
copying best-selling styles in women’s 
models. Such styles as the box type 
or the tambourine bag made such a 
mark in women’s handbags that the 
manufacturers of children’s bags put 
in similar models. These make attrac- 
tive gifts for the young people, and, 
since they have a novelty appeal, they 
add much to the Christmas display of 
the shoe store. School types, equipped 
with pencils, notebooks, etc., are tra- 
ditional Christmas sellers, and they 
will be appropriate this year as in 
former seasons. Materials for the 
handbags run the gamut from felt ip 
bright colors, to simulated leather, to 
such leathers as crushed capeskin. 
Here, again, color is available. 

Mittens and gloves are Winter items 
which always have a big sale at 
Christmas time. Woolly mittens for 
skating, snowing, skiing are sales get- 
ters, and the variety of colors in which 
they may be shown is significant from 
a display angle. There are any num- 
ber of ways in which these may be 
promoted in order to draw attention 
to the shoe store as the place in which 
gifts of a number of kinds may be 
purchased. .- 


Boot and Shoe Recorder 
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Canmers’ Council of America, 
NEW YORK 7. N. Y. 


Mr. John Mercon September 1, 1944 
Colonial Tanning Co. 

207 South Street 

Boston 1l, Mass. 


Dear Mr. Mercon: 


This is in reference to your inquiry of August 51 re- 
garding the use of colors in non-rationed slippers. We 
assume. that by "non-rationed slippers" you refer to house 
slippers. Under the amended M-217 house slippers may be 
made.in any color, and the color of the upper has no bear- 


ing as to whether split soles may be used. 
carried 
vin is : All types of house slippers, including shearlings, may 
larity be made in any color and may employ split soles. There is. 
id, of a prohibition against the use of splits for the uppers of 
ward house slippers, but no restriction on the use of splits 
bags for the soles of house slippers. 
lead- 
Pular We trust the foregoing gives you the information you 
tam- require. 
lown 
Very, truly. vours 
irg/mr I. R. Glass 
the 
put 
ac- 
ad, 


ear. Investigat 
++ and your customers will thank 


co 
LONIAL TANNING COMPANY . BOSTON 


COLONIAL 


SPLITS 


them tomorrow 
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: SLIPPER MANUFACTURERS and BUYERS 
. Colonial Natural Sole Splits have been proved by impartial test : 
to outwear oak bend leather. They work well wear well . 
‘look well... Cost NO more... and are being used with great 
| Success on men’s and women’s slippers, women’s « 
e 


FULL 
SHEARLING 
LAMBSKINS 
Also 

Available 
in Colors 


36 PAIR CASE LOTS ONLY— 
SIZES 4 to II 


SEE THE COMPLETE LINE OF 


BUNNY-DEER Slippers 


AT ROOM 803 
SHOE MANUFACTURER'S SPRING OPENING 
HOTEL NEW YORKER 
OCTOBER |, 2, 3 and 4 


TEN DAY DELIVERY 


R. J. POTVIN S 


PROVIDENCE, R. I. 


YEAR "ROUND 
PROFIT MAKER 


Stock No. 1000 — Nat. $1. pair 
Stock No. 2000 — Wine i & pair 
Steck No. 3000 — Blue pair 
Stock No. 4000 — Red ' a pair 
Stock No. 5000 — White Pow- 

der Puff 1.37% a pair 
HOE CO. 


Review of the Retail Trade 


[CONTINUED FROM PAGE 48] 


LOS ANGELES STORES 
REPORT SALES GAIN 


RETAIL shoe sales in Los Angeles 
department and shoe stores.can be 

“4 summed up by “Them which has, 
gits.” Stores which had peak loads 
of seasonal stocks got an excellent 
play for August and September. No 
store, however, equaled the sensa- 
tional selling figures chalked up by 
nearly all stores in this area for 
July’s retail shoe business. 


Stores such as Wetherby-Kayser, 
Gude, Schwab, Baker, Walk-Over and 
Frankel, and department stores of the 
standing of Robinson’s, Bullock’s, The 
May Co. and Broadway, on the whole 
averaged a sales gain of around 25 
per cent over the corresponding pe- 
riod of 1943 for August and Sep- 
tember. 

The same percentage gain was felt 
in the men’s business in both shoe 
departments in clothing stores and 
exclusive men’s shoe stores. In stores 
having a price range of from $6.50 to 
$15.00, the gains were made in the 
$7.50 to $12.50 range. Interest in the 


lower prices was light and available 
merchandise in the top grades was 
scanty. The call is for Norwegian 
types, as well as for heavy soled 
brogues. Sales would be far greater 
if enough size replacements were ob 
tainable. Managers look for an ex 
cellent retail men’s shoe business for 
the balance of the year. 

One shoe store which planned an 
exceptionally good school shoe pro 
motion for teen-age girls and which 
had shoes a-plenty for the youngsters 
in the $6.50 to $9.00 price range, ex- 
perienced a record-breaking pre- 
school business which continued right 
through the month of September, 
Sales were mainly on the Norwegian, 
low heel welt and moccasin types. 
The sales gain for August and Sep. 
tember was so fantastic nobody would 
believe it if it were told. The bobby 
sock trade bought what it wanted, 
regardless of price. And the store 
had what thousands of these young- 
sters wanted. 

A few stores whose stock on these 
types, as well as their suedes, did 
not arrive until the middle of Sep- 
tember although they were promised 
for July delivery, reported a sales loss 
of some 10 per cent for the past two 
months. 

Stocks throughout this area are 
normal in representative stores. In no 
case does a buyer feel that his in- 
ventory is unduly heavy. One good 
department store reports the highest 
inventory it has had in years, but as 
consumer buying is so good and the 
department averages better than a 
nine times stock turn, the size of the 
inventory does not even cause an in- 
quiry from the merchandise manager. 

However, the reverse of this inven- 
tory condition is true in many of the 
neighborhood stores. These stores 
have piled up top-heavy stocks of end 
sizes and slow-selling dated shoes, 
merchandise which will be hard to 
unload at any price. Add to this com- 
paratively little to sell in the way of 
middle sizes and easy salable styles, 
and it is easy to see that they are in 
a bad spot. Profits made during this 
period of easy selling have been ab- 
sorbed by the business in the shape 

of too much unsalable stock. 

Trade in the chains whose price 
brackets are from four to seven dol- 
lars, is practically the same as ex- 
perienced in the department and in- 
dividually owned stores. Right now 
their sales percentages are running 
about 60 per cent for the rationed 
kinds against 40 per cent for the un- 
rationed. Recently the addition of a 
new top price around the seven-dollar 
mark has gfeatly widened the scope 
of their selling appeal. Practically 
every pair of play shoes sold in these 
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stores is of the unrationed variety, a 
business which is now running to 
some 30 per cent of their sales total, 
a percentage which will probably 
hold until the Spring rains start in 
January. 

All stores were questioned on any 
possible slackening off in the retail 
shoe business because of the present 
style set-up or of fewer women being 
employed in industrial plants. Both 
large and small operators agreed that 
there was not the slightest indication 
ef such a trend and none is antici- 
pated for the balance of the year. 
Some buyers feel there will be a 
business recession next Spring when 
the end of the European war will be 
felt. 

For next Spring, buyérs are look- 
ing for shoes which will be more 
fussy and dressy. And for this reason 
these buyers are not keen about 
carrying over any dated dark colors, 
spectator pumps or suedes, other than 
the very dressy kinds. These buyers 


feel that far too many shoes made - 


this year are definitely dated and will 
be made even more so as future shoe- 
making restrictions are lifted from 
time to time. And so some of them 
are due for drastic moving-out meth- 
ods before the first of the year. One 
buyer is experimenting with colorful 
satin and grosgrain, with bags to 
match. Some satins in new wrap- 
around patterns have been ordcred. 

Buyers are reviewing their commit- 
ments very carefully with the thought 
of eliminating such orders that will 
arrive months later than their planned 
shipment date. There is a widespread 
belief that manufacturers should can- 
cel out shoes which cannot be made 
in time to permit retailers to mer- 
chandise these shoes successfully in 
the season for which they were or- 
dered. 


VOGUE OF PUMPS GROWS 
IN MILWAUKEE | 


A SURVEY of a great number of 
downtown Milwaukee shops disclosed 
that pumps are rapidly gaining in 
popularity. One item on which re- 
tailers report increased sales is a 
walking shoe, in antique finish calf, 
Army Russet, straight, medium high 
heel, with “cookie” trim. The sec- 
ond is a wedge heel slipper with 
closed toe and open back, and the 
third is low-heeled, with high front 
in a sling pump. All of these items 
are moving well, retailers reported. 
Another number that is becoming 
popular for evening wear is black 
suede sandal, with perforations and 
scallops. This number is marking the 
trend away from ornate bows and 
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until the customer repeats. 


to come to grips. 


is what they tie to for help. 
idea of being uncommon, 


A large retail store in a bi 


work shoes 


and with the effort to make it count, shoe merchants are known 


KISTLER SOLE LEATHER 


The Balanced (Bark) Tannage 
Here is sole leather that R soa the 
esirable and dependable in mind 
of customers for men’s shoes, and keeps the idea working to 
the benefit of those in position to make sales. 
We'll be tell you 
orthopedic, 


who makes street, dress, sport, 


bottomed with it. Write now. 


DEPARTMENT 1012 NORTH THIRD STREET. MILWAUKEE. WISCONSIN 


‘BOSTON-MASS-: 


Ken's suors wi 
KISTLER SOLE LEATHER 
START THEIR LIFE 
fem JOURNEY RIGHT / 


« 
city figures a sale is not a sale . 
t’s the final pay-off that counts, Bry 


rosettes for evening wear in Mil- 
waukee. ; 

Many slippers shown are entirely 
minus ornaments, with a high heel, 
cut out down to the sole—backless— 
but no toe ornaments. One retailer 
showed both sling and d’Orsay pumps 
of calf, minus trimming, but showed 
the identical shoe with grosgrain 
corrugated trim. 

The d’Orsay pump was shown with 
and without backs, a few being cut 
clear to the sole, others not. 

The ankle strap is practically a 
thing of the past in all of the stores 
checked. Sling pumps with flat heels 


have replaced it. Plenty of the broad 
baby doll lasts in sling, high heeled 
pumps are being shown in a number 
of the stores. For casual wear, flat 
and medium heels interspersed by 
high cut fronts are showcased in 
practically all the better downtown 
shops. 

As far as colors are Concerned 
Army Russet, Town Brown and black 
in the order named, are most popu- 
lar. A few dark red reptile, brown 
reptile and alligators have been pur- 
chased, but one store manager in- 
formed that his calls for these were 
pretty limited. 


ailable 
Ss was 
vegian | 
soled 
reater | 
re Ob 
n ex 
ss for 
od an | 
which 
righ 4 Ag, | 
ated, 
Sep 
ised 
loss 
| 

no 

. 

in- 

as 
the 

in- 
er. 
nd 
bi LEATHER COMPANY 
of 
in 
is 
b- 
e 
e 
: 
63 


in BLUEJACKET 


ete 


3 


ORIGINAL 
BY 


SCHWARTZ & BENJAMIN 


Quality Lather 


“THE OHIO 


PA 


LEATHER NY, . 


— 
pes 
: 

3 adie 

com 

9:0 

4 
M 

ecorder Oct 


rder 


NATIONAL NEWS OF THE TRADE REPORTS BY RECORDER CORRESPONDENTS 


Shoe 


Post-War Outlook Main Topic for Tanners 


New York—Expectation of an early 
end of the war in Europe and the prob- 
ability of subsequent lifting or modifi- 
tation of wartime controls aifecting the 
leather and shoe industries lend un- 
usual interest to the annual meeting of 
the Tanners’ Council of America, to be 
held at the Waldorf-Astoria Hotel, 
New York, October 12 and 13, when 
Official spokesmen for a number of gov- 


ernment departments and wartime 
agencies will be on the program. 

Everett W. Pervere, of Boston, presi- 
dent of the Tanners’ Council, will open 
the meeting in the grand ballroom of 
the Waldorf at 10 A.M., Thursday, Oc- 
tober 12. Among the government speak- 
ers at the first session will be Julius G. 
Schnitzer, chief of the Leather Unit of 
the United States Department of Com- 
merce; Harold Connett, director of the 
Leather and Shoe Division of the War 
Production Board, and Sherwood B. 
Gay, price executive for the Hides, 
Leather and Furs Branch, Office of 
Price Administration. Maxey Jarman, 
president of General Shoe Corporation, 
will discuss post-war leather controls 
from the shoe manufacturer’s view- 
point. 

At a breakfast meeting Friday, Octo- 
ber 13, speakers will include Sidney 
Scheyer, of the Foreign Economic Ad- 
ministration; F. Albert Hayes, chief of 
the Leather Branch, Shoe and Leather 
Division, War Production Board; Brig- 
adier-General William C. Rose, chief of 
Executive Services, War Manpower 


Commission, and others. The prelimi- - 


hary program has been announced as 
follows: 

Thursday, October 12, 1944 
9:00 A.M.—Registration, East Foyer. 


Government Officials and War Agency Executives to Discuss Future 
of Controls at Annual Meeting in New York, 
October 12 and 13 


10:00 A.M.—Opening Session, Grand 
Ball Room. 
President’s Address, Everett W. Per- 
vere, President, Tanners’ Council 
of America. 


‘10:20 A.M.—Post-war Hide and Skin 


Supplies, Julius G. Schnitzer, 
Chief, Leather Unit, Department 
of Commerce. 

10:40 A.M.—Address Harold Connett, 
Director, Leather and Shoe Divi- 
sion, War Production Board. 

11:00 A.M.—Post-war Price Problems, 
Sherwood B. Gay, Price Executive, 
Hides, Leather & Furs Branch, Of- 
fice of Price Administration. 

11:20 A.M.—The Shoe Manufacturer 
Looks at Post-war Leather Con- 
trols, Maxey Jarman, President, 
General Shoe Corporation. 

11:40 A.M.—Post-war Business Condi- 
tions, Dr. Robert C. Shook, Inter- 
national Statistical Bureau. 

1:00 P.M—Luncheons for Groups 
(Members of Tanners’ Council 
only) : 

Bag, Harness and Upholstery, Jan- 
sen Suite. 
Calf and Kip, Room 4-J-K-L. 
Fancy and Reptilian, 4-U. 
Goat and Cabretta Upper, 4-Y. 
Sheep and Glove, 4-X. 
Side, Upper and Horse, Astor Gal- 
lery. 
Sole and Belting, East Foyer. 
4:00 P.M.—Additional Group Meet- 


ings: 
Harness, Room 4-U. 
Bag, Case & Strap, Jansen Suite. 
Upholstery Room 4-V. 
Glove (Dress), 4-G. 
Horsehide, 4-N-P. 
[TURN TO PAGE 71, PLEASE] 


On Regional WLB 

MANCHESTER, N. H.—George Fecteau, 
who has been prominent in shoe work- 
ers’ organizations, has retired as presi- 
dent of the New Hampshire CIO Coun- 
cil and accepted appointment to the 
labor panel of the Regional War Labor 
Board in Boston. 
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For the past two years, he has been 
business representative of the Man- 
chester district, United Shoe Workers 
of America. Previously, he had held 
important posts in the Newburyport, 
Mass., local of the USWA and the Shoe 
Manufacturers’ Board of Trade in 
Haverhill, Mass. 


=) 


July Production Off 
22.1 Per Cent 


PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS. OTHER THAN RUSBER 


= 


Talelale 


WasHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, for July, 1944, amounted to 
31,704,668 pairs, a decrease of 22.1 per 
cent from production in June and a 
decrease of 16.1 per cent from that for 
July a year ago, according to a monthly 
release by the Department of Com- 
merce, Bureau of Census. Figures for 
the first seven months of 1944 show a 
decrease of 2.7 per cent from the total 
for the same months in 1943. 

Production of shoes for the govern- 
ment, including dress and work types 
for men’s and women’s shoes, totaled 
3,698,470 pairs, a decrease from June 
production, but a slight increase over 
production in July a year ago, Output 


-for the seven month period was 27,014,- 


226 pairs, 5.8 per cent lower than that 
for the same period in 1943. 

Men’s shoe production, including 
dress and work types, came to 4,468,906 
pairs in July, lower than both the June, 
1944, and July, 1948, figures. Total 
production for the January through 
July period was 39,541,777 pairs, 22.6 
per cent below that for these months 
the previous year. 

Output of youths’ and boys’ shoes in 
July totaled 1,053,927 pairs, again be- 
low both the June, 1944, and July, 1943, 
figures. Total for the seven month 
period was 9,879,948 pairs, a drop of 
9.9 per cent from the figures reached 
in the same month a year ago, 

[TURN TO PAGE 81, PLEASE] 
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Can we DELIVER ANCORBOND INSOLE BINDING? 


USE 


We certainly can . . . and quickly too, from For 

our substantial stock of 11 different colors. Tokt Sbesks 

And ANCORBOND is made from the finest ft 

Imitation Leather we’ve seen during our: 27 Non-squeaky Shoes 

years of manufacturing experience. The Best Guarantee for Fewer Returns 


Focus your eye on post-war prospects with better shoemaking NOW! 


ANCORBOND INSOLE BINDING 
I. Sold Exclusively By MAYNARD H. MOORE, JR., INC., Stoneham, Mass. 


NEWARK, N. J.— New officers of 
Johnston & Murphy, here, were elected 
recently. Albert C. Gibbins was named 
president and treasurer; Neill P. Over- 
man, vice-president in charge of sales; 
Courteneay Overman, vice-president in 
charge of production. Charles M. Opitz 
continues as secretary. 

All of these men have a fine history 
with the company. Mr. Gibbins has 
been with the firm for fifty years. He 
started working in the factory and 
later was active in the office. His suc- 

ceeding rises led him from assistant 
BR A S S OUTDOOR secretary and treasurer, to secretary, 
FOOT WEAR to vice-president and treasurer in 1936, 

BOOTS. SPORTC and finally to his present office. 
Courteneay Overman has been con- 
VISIT THE BASS DISPLAY nected with the firm for 22 years. He 
AT THE SHOE FAIR worked first in the repair department 
of the factory, later had charge of ad- 
ROOM 779—PALMER HOUSE vertising and then of production. He 
later became assistant secretary and 
assistant treasurer as well as the head’ 
of the Labor Committee. He served as 


Bates Bomb Goes Boom! enlisted man and officer in the Navy in 
Wasser, Mass.—The Bates Shoe Co. 


A. C. GIBBINS Cc. OVERMAN N. OVERMAN 


Neill Overman has been connected 
with the company for 28 years, with 
the exception of two years during the 
last war in which he served in the 
Navy. He entered the Navy as an ordi- 
nary: seaman, working up to com- 
manding officer of a sub chaser. He 
traveled the Middle West for some 
time, later becoming assistant to T. 
Frank Metcalf, manager of the New 
York office of the firm. When Mr. 
Metcalf retired he became manager. of 
the office, and three years ago was 
named a director of the company. At 
one time he worked in the factory. 

Johnston & Murphy was famous dur- 
ing and after the last war for their 
development of the Haig last. John 
W. Slattery, recently retired, is the one 
responsible for its development. The 
last was a British last, designed origi- 
nally to be used without a counter, 
The firm is now working on a last with 
the famous Haig toe, with more spring 
and a better fitting back part, and is 
expecting to promote it extensively 
after the war.. 


has received word from one of its for- 

. mer employees that on Aug. 20 one of ‘ Committee 

- the bombs dropped on Japan bore the On ¥: Day 
words: “With the compliments of the Dover, N. H.—Harry Farnum, head 
folks at the Bates Shoe Company.” This °f the Lothrop-Farnum Co., which has 
news was conveyed in a letter written one of the largest shoe departments in 
by Lieutenant Peter Popiak, now a this section, is a member of a Victory 
B-29 pilot, to Frank Lee, Bates super- Day committee named by Mayor F. 
intendent, for whom Lt. Popiak for- Clyde Keefe to arrange for Dover's 
merly worked in the cutting room. celebration of Germany’s surrender. 


The Dover Retail Merchant’s Asso 
ciation has voted support for Mayor 
Keefe’s request for a day of “work and 
prayer,” instead of wild merrymaking. 

“The mechants of Dover,” said the 
association’s president, “agree that Vic- 
tory Day should be a solemn hour of 
work and prayer—an hour of dignity 
and thanksgiving.” 
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#24—-Soft and Flexible. 
$26—Ration Free. 


ARROWS as above—actual size 


25¢ per dozen 
(White Board — Green Trim) 


$1—All Sizes. $2—Arch Support. $3—Boys. 
$4——Built for Service. 25—-Built-in Arch. 
%6—Combination Last. $7—Drastically Reduced. 
$8—Extra Quality. $9—Extra Wide. 

¢10—For Solid Comfort. $11—For Tender Feet. 
$12—For Walking Pleasure. $13—Gabardine. 
$14—Genuine Leather. $15—Goodyear Welt. 
#16—Just Arrived. $17—Just like Dad’s. 
¢18—Leather Soles. $19—Narrow Widths. 
$20—No Stamp. $21—Naurse’s Oxford. 
$22—Reduced. $23—Season’s Newest. 


$25—Special. 
(Please order by number.) 


M. ©. or Check with Order Please: 
if C. ©. D. Preferred, Add 24c 
If Special Delivery. Add 15c 


8" x 14" DISPLAY CARDS: 75¢ Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Deiailed Information on Monthly Service at Your Request. 


BOOT AND SHOE RECORDER 


SOUTH STATE STREET 


CHICAGO 4, ILLINOIS 


for ACTIVE Women 


Thousands of America’s busy women 
find in Bellaire shoes the answer to 
their desire for footwear that com- 
5 bines smart appearance, custom fit- 
ting and proven comfort-giving fea- . 
tures ... and they come back again ' 


To maintain equitable distribution among our re- 
tailers, we cannot at this time establish mew accounts. 


JYBELLAIRE SHOE COMPANYS 


PORTLAND, MAINE 


DIVISION OF HOLMES, STICKNEY, WALKER INC 


New Products 


Sock-Like Foot Warmers 


New York.—Hosecraft Mills, manu- 
facturers of hosiery and stockings, 
have developed sock-like foot warmers 
for men, women and children, An 
original process gives each foot warmer 
the tendency to grow warm as friction is 
applied. Thus they are self-heating, for 
when the interiors are rubbed together 
the sock warms up like a_ heated 
blanket. They may be worn while 
sleeping, lounging or traveling, and 
lend ‘themselves to other uses during 
told weather. Each foot warmer looks 
and feels like wool, and is made of 
wool, brushed rayon, and _ cotton. 

The foot warmers are in an eye- 
tatching package suitable for over- 
Seas mailing. Hosecraft is planning 


Counter and window displays for the 
Tetailer and consumer. 


Shoes from Codfish Skins? 


PortsmMouTH, N. H.—The prospect of 
& new industry which will manufacture 
leather from codfish skins was revealed 
by Dr. Daniel Epplesheimer, director of 
the University of New Hampshire En- 
gineering Experimental Station in Dur- 


ham, at the annual meeting of the New 
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Hampshire Seacoast Regional Develop- 
ment Association, here. 

The scientist exhibited samples of 
leather made under the new process at 
his station, but said that considerable 
additional experimentation would be re- 
quired. 

“With proper tanning process,” he 
said, “we believe that codfish skin can 
be made into a usable and desirable 
leather for shoes, luggage and other 
leather products.” 


New Device for Foot Comfort 


Los ANGELES, CAL.—A new device 
has been put on the market for the 
relief of those afflicted with hammer 
toes and corns. It is a pad of soft 
sponge rubber which is placed back of 
the hammer toe or corn, thus absorb- 
ing the shoe pressure in the involved 
toe area. No similar pad has been 
placed on the market, it is claimed by 
A. L. Schenk, the manufacturer. 


NSTA Annual Convention 


Scheduled 


CHICAGO, ItL.—The National Shoe 
Travelers’ Association will hold its 34th 
annual convention at the Hotel Morri- 


son, here, on October 27 and 28. Held 
prior to the opening of the Shoe Fair 
it is anticipated there will be a large 
attendance. Membership has increased 
perceptibly during the past year, and 
the association expects delegates from 
all of its 14 affiliated organizations. 
President J. C. Simmons of Dallas, 
Texas, and vice-president Harold Mar- 
ple of Des Moines, Ia., will be on hand. 


Friedberg Returns to 
Bloomingdale’s 

New YorxkK.—Milton Friedberg, buyer 
of women’s shoes at Bloomingdale 
Bros., here, has been honorably dis- 
charged from the armed forces and has 
returned to the store. He has resumed 
his former duties. Mr. Friedberg was 
in the Air Corps. 

Mr. Friedberg’s duties were per- 
formed by Sam Robbins, associate 
buyer, during the former’s absence. 


Baur Resigns from 
Lane Bryant 

New York—lIrving Baur, well-known 
in shoe merchandising circles, has re- 
signed from Lane Bryant, as of 
Nov. ist. 

Mr. Baur has been . merchandising 
and buying shoes and hosiery for seven 
Lane Bryant stores located in major 
cities. He was previously president of 
the K. W. Waters & Sterling Company, 
of Buffalo, N. Y. 
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ln response to a popular demand we present the oo : wear 
“STAGE DOOR’, a new last created by “UNITED'S” sd 


skilled model-makers. By carefully preparing the Orher lasts and styles on display ; os 
wood so as to combine our usual extremely high at the “STYLE STUDIO” in the Oe 


standards of fit with the necessary style appeal, they Marbridge Building. Watch 
have produced a last that is acclaimed “a hit” by = “unrrep” for future style trends. 
fashion and style authorities alike. 


AVAILABLE IN ALL POPULAR HEEL HEIGHTS 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Wnith Establishes 
Credit Agency 

foston, Mass.—A credit. reporting 

wwsiness for the shoe and leather field, 


giving special emphasis to the report- 
ing of shoe manufacturers throughout 


J. LEONARD SMITH 


the country has been established here 
ty J. Leonard Smith. The company, 
known as the Smith Mercantile Agency, 
has taken offices at 60 South Street. 
Mr. Smith recently resigned from a 
twenty-five year association with 
Peakes Mercantile Agency, Inc. For 
Many years he was secretary and as- 
sistant treasurer of that company. 


Army Buys Special Footwear 
For Typhus Areas 


Boston, Mass.— Anti-louse over- 
shoes to be worn by American soldiers 
in typhus-infected areas overseas are 
the newest addition to the more than 
30 types of leather and rubber foot- 
Wear used by the Army, it became 
known recently when the Boston Quar- 
termaster Depot announced that a con- 
tract for 9,018 pairs of these boots had 
been placed with the U. S. Rubber 
Co., Naugatuck, Conn. 

Col. W. J. Calvert, QMC, Command- 
ing Officer of the Boston Quartermaster 
Depot, procurement center for all 
Army footwear, said that the anti- 
use overshoe is similar in appearance 
®t a Navy sea-boot. About the height 
of an ordinary four-buckle overshoe, 
the new boot is made entirely of rubber 
and has a draw-string at the top to 
permit tight adjustment. 

Other footwear orders placed re- 
cently include 550,000 pairs of Type 
Ill service shoes (with reversed uppers 
and composition soles); and small 
Quantities of miscellaneous footwear 
such as men’s leather slippers, gym- 
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Cole-Haan 
s Imperial 
rade 


COLE* HAAN CO., CHICAGO 


nasium shoes and women’s field shoes. 
Sharing in the award of contracts to 
make the service shoes are: 
Endicott-Johnson Corporation, 95,000 
pairs; J. F. McElwain Co., 76,000; As- 
cutney Shoe Corporatien, 45,000; 
Brown Shoe Co., 45,000; International 
Shoe Co., 45,000; Cannon Shoe Co., 
31,000; Albert H. Weinbrenner Co., 
30,000; Charles A. Eaton Co., 30,000; 
Craddock-Terry Shoe Co., 30,000; 
Weyenberg Shoe Mfg. Co., 30,000; A. 
S. Kreider & Son Co., 18,000; J. Landis 
Shoe Co., 15,000; Perry-Norvell Co., 
15,000; Daly Bros. Shoe Co., 15,000; 
William Brooks Shoe Co.,. 15,000; and 
Belleville Shoe Mfg. Co., 15,000. 


Sack to Buy for 
Hens & Kelly 


BurraLo, N. Y.—Byron F. Sack has 
been appointed buyer of women’s and 
children’s shoes at Hens & Kelly, here. 
Mr. Sack is a native of Charleston, 
West Virginia. He is a graduate of 
the University of West Virginia. He 
worked in the shoe department of 
John Wanamaker, New York, four 
years and has been with Abram & 
Straus for the past eight years, the 
last. two. years.as assistant in the up- 
stairs budget shoe department. 

Mr. Sack succeeds Ben Samelson 
who has moved to California. 
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UE SWOE CO. BROCKTOM 15 MASS USA 


SNUGGLE PUFFS 


Pr. 
Stelt 
36 Pr. Sizes i2te3 For General Comfort Wear 
Write for Slipper, Moccasin Folder. 
*See CONJOR during McAlipin Show 
Week October 1-4. 


Sample pair orders will not be honored 


CONJOR SHOE CO. 
287 Broadway New York City 


BOWLING SHOES 


HYDE ATHLETIC SHOE CO. 
CAMBRIDGE. MASS. 


Porter T. Jones 
On Heywood Staff 


Worcester, Mass.—Chester D. Hey- 
wood, president of the Heywood Boot 
& Shoe Co., manufacturers of men’s 


PORTER T. JONES 


high-grade shoes, announces the addi- 
tion to the Heywood sales force of 
Porter T. Jones. He will cover the 
Pacific Coast territory, succeeding the 
late E. Casey Jones. 

Mr. Jones started as a salesman for 
Hamilton’s Men’s Stores in 1922 and 
eventually became manager and buyer 
of the San Francisco stores, where he 
spent approximately twelve years. 
Later he was transferred to Los An- 
geles where he remained for six years. 
In 1942 he joined Bond Stores, Inc., 
as manager of their shoe departments 
on the West Coast, later being trans- 
ferred to the New York office where 
he assisted in buying and merchandis- 
ing for the entire group of Bond stores 
and supervised the East Coast shoe de- 
partments. 


| Shoe Men Take New Offices 


PHILADELPHIA, Pa.—John J. Scan- 
lon, representing Herbst Shoe Mfg. 
Co., Milwaukee, Wis.; Charles N. 
Oberfield, representing the Skyrider 
line of General Shoe Company, Nash- 
ville, Tenn.; and Morris Oberfield, who 
represents Bates Shoe Co. of Webster, 
Mass., are moving to new offices. The 
three men are sharing a room in the 
Lafayette Building, 5th and Chestnut 
Streets, here. A number of shoe firms 
have offices in that building. 

The three men had been located for 
the past ten years in the Centra] Trust 
Building here. 


Shoe Store Moves 


PHILADELPHIA, Pa.—Lander’s Shoe 
Store, formerly located at 2720 W. 
Girard Ave., here, has moved to 2727 W. 
Girard Ave. The new store is larger - 
and more modern. The store is owned 


by Irving Lander. 


SLIPPERS 


NON-RATIONED 
CALIFORNIA PROCESS 


Ladies’ House Slippers 


#5306 


Brushed Rayon Fleece Wedgie with 
white bunny fur collar. Colors: Red... 
Royal Blue... Light Blue . . . Peach. 


Assorted sizes 42 to 9 to the case (36 
pairs); Y2 case orders accepted per color, 


IMMEDIATE DELIVERY 


On Display, Room 664, Morrison Hotel, 
Oct, 29-Nov. 2, National Shoe Fair 


WILLIAM COHAN CO. 
19 So. Wells St., Chicago 6, Ill. 


HORNS 


Steel, Plastic, Cow Horn Shoe Lifts, 
now ‘in stock. See our exhibit with 
other shoe store supplies and novelties 
at the Hote! McAlpin Style Show, Octo- 
ber 1-5, or write to us for details. 


LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
Quality Shoe Store Supplies since 1900 


Promoted to Captain 


Wasuineton, D. C.—Herbert J. 
Rich of B. Rich’s Sons, here, received 
word recently that his son, Frank H, 
had been promoted to Captain in the 
Army. Frank has been stationed it 
the Far East. He graduated from Le 
high University in 1942 and enlisted 
in the Army in October of that year 
He took his officers’ training at Miami 
Beach and Harvard University. After 
graduation he was assigned to Air 
Corps Administration. 

Captain Rich has been overseas since 
July, 1948. 
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Named Sales 


er 


Of Handbag Firm 


New YorK.—Milton (Mickey) Gross- 
man is now sales manager of the 
— Bag Company here. 


MILTON GROSSMAN 


Mr. Grossman, after serving in the 
Radar Division, returned to his former 
position with Alfred Vamos of New 
York. His new connection gives him 
opportunity to use his specialized 
knowledge of leathers and materials to 


match or blend handbags with foot- 
wear. His first trip will cover the Pa- 
cific Coast and the mid-West and his 
plans include attendance at the Chi- 
cago Shoe Show. 


Post-War Outlook 
Main Topic for Tanners 


[CONTINUED FROM PAGE 65] 
5:00 P.M.—Hide Committee, Rm. 4-W. 
5:30 P.M.— Nominating Committee, 
Room 4-K-L. 
6:80 P.M.—Board of Directors Dinner, 
Jansen Suite. 
Friday, October 18, 1944 
8:00 A.M.—Breakfast Meeting, Trade 
Survey Committee, Norse Grill. 
9:30 A.M.—Morning Session, Grand 
Ballroom. 

Foreign Trade Controls, Sidney 
Scheyer, Foreign Economic Admin- 
istration. 

10:00 A.M.—Leather Controls in WPB, 
F. Albert Hayes, Chief, Leather 
Branch Leather and Shoe Division, 
War Production Board. 

10:30 A.M.—Future Labor Problems, 
Speaker to be Announced. 

11:00 A.M. — Manpower Problems, 
Brigadier-General William C. Rose, 
Chief, Executive Services, War 
Manpower Commission. 


11:30 A.M.—Coming Developments in 
Taxation Speaker to be Announced. 
12.00 Noon—Report on Laboratery Op- 
erations, Dr. Fred O’Flaherty. 
12:30 P.M.—Luncheon, Grand Ball- 
room, Speaker to be Announced. . 
2:00 P.M.—Meeting of Tanners Using 
Foreign Hides with FEA Officials. 


Washington Newsreel 
[CONTINUED FROM PAGE 36] 
ported on this page, has finally been 
resolved. The company had originally 
paid $50,000 deposit on the shoes and 
turned over ration currency, but had 

not taken actual possession. 

In the meantime, the company be- 
came dissatisfied with the deal, but 
Treasury’s final decision would not per- 
mit its cancellation, and the shoes will 
be delivered on or before October 17, or 
they will be offered for public sale, with 
the company taking any loss incurred. 
The company’s location is 1901 Trum- 
bull St., Hartford, Conn. 

Treasury officials have two primary 

responsibilities in selling surplus con- 
sumer 


goods: 
1. To obtain the best possible price 


for the Government. 


any branch of any industry. 


2 


Maybe they won't actually come and drop a bomb on your business, but 
the Axis war lords have their eye on it, just the same. They want to wipe 
it out as a competitive force—or take it over lock, stock, and barrel. Here 
is a threat that you can reply to now, today, and in no uncertain terms— 
by buying War Bonds to the very limit of your powers, that our armed 
forces may have the guns, tanks, and planes they need to crush the Axis 
once and for all. 


THE GOAL: 10% OF EVERYONE’S INCOME IN WAR BONDS 


Every American wants the chance to help win this war. When you install 
the Pay-Roll War Savings Plan (approved by organized labor), you give 


your employees that chance. For details of the plan, which provides for 
the systematic purchase of War Bonds by voluntary pay-roll allotments, 
write: Treasury Department, Section S, 709 12th St. NW., Washington, D.C. 


Buy War Savings Bonds 
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CORDUROY 
WOMEN’S HOUSE 
SLIPPERS 


IN ROYAL BLUE OR RED 
NEW DUTCHY LAST—SOFT SOLE 


Exhibiting at McAlpin Hotel 
October 1-4 Show 


GERDA FOOTWEAR CO., INC. 
158 DUANE ST., NEW YORK 13, N. Y. 


CHILDREN'S SLIPPERS 


RED - BLUE - WINE - BROWN 
MIXTURE FELT - RED - BLUE 
MISSES-62% CHILDS'-.57% 
BLAIRGROSS ixc 76 Reade St.NY.C 


to a case 


SPECTATOR BOOT 


Girls’ — Ladies’ 
SPECTATOR. BOOT 
Fine Grade 
All-Sheep-Lined 
NOT RATIONED 


' CONJOR SHOE CO. 
287 Broadway New York City 


Columbus Shoe Trade 


Forms Committee 


CoLumBus, O.—A meeting between 
OPA officials and retail shoe dealers 
was held here recently, at which a Co- 
lumbus Shoe Trade Committee was 
formed. The committee will act as a 
liaison committee on problems relating 
to the shoe trade, especially rationing, it 
is understood. Miss Virginia Nader 
was named chairman of the committee. 

The following attended the meeting, 
the first six of whom were named as 
members of the shoe trade committee: 
Stark Altmaier, Stark Altmaier, Inc.; 
Robert K. Schiff, The Schiff Co.; Mil- 
ton H. Simmons F. & R. Lazarus & Co.; 
Herbert Johnson, The Fashion Co.; 
K. F. Leupold, Miller-Jones Co.; M. E. 
Davis, Davis Department Store all of 
Columbus; E. S. Hodel, The Nobil Shoe 
Co., Zanesvilie; John Loder Textile & 
Apparel Specialist Price Division, Co- 
lumbus District Office, OPA; I. J. 
Burdt, Regional Miscellaneous Com- 
modities Rationing Officer, Cleveland; 
W. M. Charters, Columbus District 
Miscellaneous Commodities Rationing, 


M.A.S.R.A. Directors to 
Discuss Shoe Mart Plans 


PHILADELPHIA—Directors and mem- 
bers of the Middle Atlantic Shoe Re- 
tailers Association have received an 
announcement from President Mose 
Leibowitz, of York, Pa., of a meeting 
of special importance to be held Sun- 
day, October 22, at 2 p.m. at the Phila- 
delphia Hotel, 39th and Chestnut 
Streets, Philadelphia. 

Topics to be taken up at this meet- 
ing include plans for the 1945 
M.A.S.R.A. business conference and 
shoe mart to be held in Philadelphia 
beginning January 14, 1945, and an 


BOYS' OPERA SLIPPERS. 
UNRATIONED SLIPPERS 


Buy Now—Stock Limited 
$f 


@ RICH BLACK 
BUCK VAMP 

@ PATENT LEATHER 
QUARTER 

@ NATURAL 
LEATHER 


Style 176 Beys’ All-over Grey Felt Opera 
Style (78 Boys’ All-over Brown Felt Opera 


ARNOFF SHOE CO.,INC.,101 Duane 


economy program for the association’s 
activities for the next six months. 

The association has inaugurated the 
publication of a monthly “Swap Ex- 
perience Bulletin,” the first issue ap- 
pearing this month. 


Panther-Panco to Construct 


Another Plant 


CHELSEA, Mass. -—— Panther - Panco 
Rubber Co., Inc., has announced that 
it has secured authorization from the 
Rubber. Division, WPB, for the con- 
struction of a large plant in connec 
tion with the company’s -plant here. 
This new unit is being erected te in- 
crease the production facilities of rub 
ber heels and soles and is expected to 
be completed in six months. 


Remodeled Department Open for Business 


New Orleans, La.—Godchaux's, here, recently refinished their women's Walk-Over 
shoe department. Modern and light, the newly decorated department? Is functional as 
well, and able to take care of a large number of customers. Harry Davis, manager, 
is shown in the rear at the right, behind the flowers. 
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White to Direct Publicity; 
Cornwell Ad Manager 


Sr. Louis, Mo.—Clark R. Gamble, 
veepresident of Brown Shoe Com- 
pany, on September 16 announced two 


A. G. WHITE 


gajor changes in the organization of 
that company. A. G. White, former 
givertising manager of the company, 
is to become public relations director. 
Franklin J. Cornwell, assistant adver- 
tsimg managerfor the past seven 
wars, has been made advertising 


manager. 
Mr. White, who has been with the 


FRANKLIN J. CORNWELL 


@mpany for many. years, will assume 
lis new duties in the field of public 
Mlations on October 

In his new post as advertising man- 
ager, Mr. Cornwell will direct the ex- 
tnsive advertising program of Brown 
Shoe Company, Inc. and its five prin- 
Gpal selling divisions, Buster Brown, 
Air Step, Roblee, Naturalizer and 
Forest Park. 


Shoes Short in 
Algerian Market 


ALciers—Since the arrival of Allied 
fitees in French North Africa in No- 
Yember, 1942, the United States has 
ent 300,000 pairs of shoes to Algiers. 
The shipments were divided into three 
lots: 30,000 pairs were destined for 
Tunisia, 25,000 pairs for Corsica and 
221,000 pairs for Algeria. An addi- 
ditional 15,000 pairs were sent to Cor- 
fta last October. At present writing, 
Mother shipment of 176,000 pairs is 
&pected soon. 

These shoes are much appreciated by 
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Shops with select clientele are necessarily . 
particular about the shoes they offer. It isn’t 
strange, then, that so many of America’s 
finest stores have selected Heywood shoes 
as the standard of quality with which they 
wish to be identified. When you buy 
look for the name Heywood on the sole. It 
is your assurance of quality! 


THE HEYWOOD 


Made ty he House of Heywood in Worcester, Mass., since 4864 


Makers of the Famous Matrix Shoes for Men 


shoes 


Algerians. Two points which are great- 
ly admired are the strength and finish 
of the shoes. 

The local leather industry has. been 
improving -for the past few months. 
In the period from September through 
October, 1943, Algerian leather, collect- 
ed for domestic needs totaled only from 
from three to four metric tons; in July 
they totaled 37 tons a month—enough 
leather to shoe most of the Algerian 
people. The shoe situation has not 
eased, however. Althougn there is 
plenty of leather available, local shoe- 
makers lack the necessary materials to 
make, or even to mend, shoes. 

In spite of the shortage, a new shoe 
fashion is much in favor among Al- 
gerian women. Preference is for high 
heeled shoes with thick soles made 
either of wood or cork and finished with 
a thin leather or rubber sole. This style 
is most appreciated by the young ladies 
of Spanish origin who, generally speak- 
ing, are short of stature. The shoes 
permit them to resemble American 
women who are admired for their 
height. They are not easy to wear, 
however, for the stilt-like soles often 
cause sprained ankles. Uppers are made 
of small pieces of leather, criss-crossed 
and nailed to the wood or cork soles. 


They range in price from 200 to 300 
francs, as a rule. 

Other shoes coming from Cairo and 
Italy are similar to those described 
above, but they are made entirely of 
leather and their workmanship is 
superior. 


Purchase Building 
For New Store 

PATERSON, N. J.—Uncle Sam’s Shoes, 
Inc., have purchased the Sussman 
Building, a three-story structure, here, 
where a new Uncle Sam’s Shoe Store 
will be located after alterations have 
been completed. This is in line with the 
company’s plan for expansion. The firm 
now operates four stores—in Paterson, 
Passaic and Newark, N. J., and Nyack, 
N. Y. A wholesale division, the May 
Company of Paterson, is also affiliated. 


Named Trustee of University 


Dover, N. H.—Harry L. Farnham, 
head of Lothrop-Farnham’s, which has 
one of the largest shoe departments in 
this section, has been named by Gov. 
Robert .O. Blood and the ‘Executive 
Council ‘as a trustee of the University 
of New Hampshire in Durham, ~ - 


= Arywond 
By 
ES 
ie 
: 
= 
jion’s 
rr 
t dok 
that | 
con 
nee- 
rere, 
rub- 
d to 
= 


HI-CUT BOOTS 


© Standard 10” 
Height 


© Hooks and Eyes 

3 Styles In Stock 

#2652 Plain Toe Blucher 

#2612 Moccasin Toe Blucher 

#2655 Munson Tip Blucher 


ARNOFF SHOE CO., INC 


101 Duane $+.,N.Y.C 


METAL SHOE HORNS 


METAL SHOE HORNS 


PLAID SHOE LACES 


In-Stock for Immediate 
Delivery 
Prices Submitted Upon Request 


MAJESTIC LEATHER CO. 
308 Bowery N.Y. 12, N.Y. 


Everything for the Shoe 


FOOT APPLIANCES 


‘Tabs, 1024 W. 7th Loe Angeles 

14, Calif. 


Dates to Remember 


Shoe 
York City. Wack of October 1, 1944 
Monthly Shoe Showing, Michigan 


— St. Paul Hotel, St. Paul, 
Oct. 21, 22, 23, 24, 1944 

Monthly Shoe Show, Tri-State Shoe 

Travelers, Hotel Statler, Buffalo, 
N. Y. Oct. 22, 23, 1944 

Spring Shoe Show, Central States 

Shoe Travelers, Muehlebach and 


Board of "Trade of New York, 
Hotel McAlpin, New York City. 
October 22 through 25, 1944 
National Shoe Fair, Palmer meee 
and Morrison Hotel, Chicago, 
October 30, 31, November 1, > 1944 


Midwestern Travelers’ Spring 
Show, Hotel, Omaha, 
Neb. November 5, 6, 1944 

Iowa S Shoe Show, Iowa Na- 
Hotel F. Des 

nm, ort 
Moines, 


Ia. 
November 12, 13, 14, 1944 
Shoe Convention. Indiana 
Shoe Travelers’ Association, Clay- 
pool Hotel, Indianapolis, Ind. 


sociation, Penn Hotel, 
‘a. 
November 12, 13, 14, 1944 
western Shoe 


November 13. 14, 15, bys "1944 
Travel Saving Shoe Show, Parker 
House, Boston, Mass. 
November 13, 14, 15, 16, 1944 
Angeles Shoe Market Week, 
West Coast Shoe Travelers’ Asso- © 


ae al 13, 14, 15, 16, 1944 
Spring Shoe 


January 14, 15, 16, 1945 


To Open Stockton Store 


SACRAMENTO, CALIF.—Don Burton, 
shoe merchant, here, will open a foot- 
wear salon in Stockton, Calif., Novem- 
ber ist. Mr. Burton’s organization was 
a three-man store three years ago; it 
has grown until at this time it num- 
bers 18 on its staff. 

Nationally known brands of shoes 
are carried, as well as bags, costume 
jewelry and accessories. 


FOOT BATHS 


MEDICATED FOOT BATHS | 


R. E. BROWN 
620 N. Central, Glendale 3, Calif. 


WOMEN'S SPORTS 
PROMENADE 


JOY 


118 WEST BROADWAY NEW YORK 13, WN. 1. 


LEISURE MOCCASINS 


Loaf with Leisure 
MOCCASINS 


For Men and Boys 


$7.50 @ Plump Elk 


om 


casin Effect 

@ Perfect Fit ait 
Styling 

@ Flexible Comp. 
Soles 

Sect 

Sizes 4-12 D Wil 

SEND RATION CHECK WITH ORDER 


ARNOFF SHOE CO.,INC., 101 Duane $t.,N.Y 
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Shoe Travelers’ Club, Hotel Stat- manag 

riage ler, Detroit, Mich. Oct. 2, 3, 1944 sion ¢ 

Spring Shoe Show, Southeastern 

ee Shoe Travelers, Ansley, Henry 

Grady and Piedmont Hotels, At- 

eae : lanta, Ga. Oct. 16, 17, 18, 1944 

National Shoe Travelers’ Associ- 

Elk U Phillips Hotel, Kansas City, Mo. 

October 22, 23, 24, 1944 FOOT BATHS MONEY 

® Double Stitched 50% PROFIT 

Mid-Soles Price $1.00 

Athle 
November 12, 13, 14, 1944 
PRESENTS 
twent 

Be | Travelers’ Association, Adolphus SIZES $9. 15 for e 
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delphia, P 

ing 
ae “4 FOOT APPLIANCES Rose: 
Fost 
ances 
~ on V 
leather parts shop 
The 


Tayte Honored For 


Service Record 


poston, Mass.— Chester S. Tayte, 
r of the Boston office shoe divi- 
sion of Sears, Roebuck & Company, 


CHESTER S. TAYTE 


was recently tendered a surprise ban- 
quet in Chicago by the officials of the 
company, in recognition of his twenty- 
five years of service with the firm. 
The banquet was held at the Mid-West 
Athletic Club and was attended by offi- 
tials and heads of all departments of 
the company. 

Tributes were paid to Mr. Tayte by 
heads of the company. He left Chicago 
full of determination that his next 
twenty-five years with the firm will be 
his best because of the many post-war 
innovations which Sears have planned 
for every department. 


To Hold Membership 
Meeting 

New YorK—The National Associa- 
tion of Popular Price Shoe Retailers, 
Inc., will hold a general membership 
meeting at the Palmer House, Chicago, 
October 30, at 4:30 p.m. A dinner, at 
which a number of government agency 
oficials will be guests, will follow the 
membership meeting, it was made 
mown by Edward Atkins, executive 
secretary. The meeting is scheduled 
for the first day of the National Shoe 
Market Week in Chicago in order to 
obviate the necessity for additional 
travel on the part of the members, 
most of whom will attend the ‘market. 
Details of the program for the meet- 


ing will be made known shortly. 


Opening Quality Shoe Store 


New Yorx—Hal Hertz and Ben 
Rosenthal, both of whom were formerly 
connected with Saks Fifth Avenue, are 
opening a high grade retail shoe store 
om Worth Avenue, in the heart of the 
shopping district of Palm Beach, Fla. 
The new store will be known as Hertz- 


Both Mr. Hertz and Mr. Rosenthal 


October |, 1944 


HEEL BASE 


£ 


heel bases. 


“Leatherok” Heel bases can-take-it. Dust, 
* dirt, mud, slush, sand, water, sleet, snow or 
rain have no terrors for this synthetic. 


Since Pear! Harbor more than thirteen 
milion, five hundred thousand (13,500,000) 


pairs have been givirg setisfactory service 
wherever the U.S. A. is fighting for freadom. 


: This laboratory controlled synthetic is 
hs always uniform — es Government requirements 
— civilian, shipments will increase. 


Your post-war shoes will have “Leatherok” 


GEORGE O. JENKINS CO. 
BRIDGEWATER, MASSACHUSETTS 


have been affiliated with the shoe busi- 
ness for a number of years. Mr. Hertz 
managed the Palm Beach shoe depart- 
ment for Saks Fifth Avenue for some 
time. 

The partners intend to open a retail 
shoe business in Miami for next year. 


Buffalo Shoe Men in Service 


BurraLo, N. Y.— Cpl. Al Levinson, 
formerly connected with the Hannahson 


Shoe Company of Boston, is now round- 
ing out his second year in the Army 
Medical Corps at Fort Lewis, Wash- 
ington. He is the son of Harry Levin- 
son, president of the Tri-State Shoe 
Travelers. 

Also, word has been received that 
Aaron Klein, of the Richards Cancella- 
tion Shoe Store, 18 West Chippewa 
Street, Buffalo, is now with the Armed 
Forces somewhere in Italy. 
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SLIPPERS 
FUZZY 


Shearling Bunnies 


#5106—1nfants' sizes 


#5107—Child's  “ 9-13 

36 pr. case lot to each size run. 

Y case orders accepted. 

All over shearling with reverse 

sole. Natural color only. 
ON DISPLAY 

Room 664, Morrison Hotel 


National Shoe Fair 
Oct. 29-Nov. 2 


WILLIAM COHAN CoO. 
19 So. Wells St. © Chicago 6, Ill. 


CHILDREN'S SLIPPERS 
In-Stock At-Once Delivery 


CHILDREN’S LEATHER SLIPPERS 


NON-RATIONED 
infants’ Sizes 6-8 
Children’s Sizes 82-12 
Misses” Sizes 1212-3 


GERDA FOOTWEAR CO., INC. 


158 Duane St., New York 13, N. Y. 


Obituaries 


Dwight L. Armstrong 


LANCASTER, Pa.— Dwight L. Arm- 
strong, vice-president of the Armstrong 
Cork Company and nationally known 


DWIGHT L. ARMSTRONG 


business executive and sportsman, died 
in the Lancaster General Hospital re- 
cently, after an illness of four weeks. 
Mr. Armstrong was born June 4, 1894, 
in Pittsburgh, the son of Charles D. 
Armstrong, forme: President of the 
Armstrong Cork Company, and grand- 
son of Thomas M. Armstrong, founder 
of the company. 

In the first World War Mr. Arm- 
strong served on the U. S. S. “George 
Washington,” the ship which carried 
President Wilson to the Peace Confer- 
ence in Paris. 

Mr. Armstrong entered the employ 
of the Armstrong Cork Company on 
February 13, 1919, in its Pittsburgh 
factory. Early in 1920 he was trans- 
ferred to the sales department of the 
company’s linoleum division in Lan- 
caster. A year later he was sent to 
the Pacific Coast, where he organized 
the company’s sales offices in San Fran- 
cisco and Seattle. In 1923 he returned 
to Lancaster as assistant general sales 
manager of the linoleum division. He 
served in that capacity until 1928 when 
he was made general sales manager. 
In 1930 he was named vice-president 
in charge of sales, which position he 
held until 1983 when he was made vice- 
president and general manager of the 
closure division. On April 15, 1939, 
his responsibilities were broadened and 
he was attached to the president’s of- 
fice as a general executive vice-presi- 
dent. He had been a member of ‘the 
<r’ board of directors since 
1931. 

Mr. Armstrong had numerous 
national business affiliations. He was 
a director of the Hamilton Watch 
Company, Lancaster, Pennsylvania; of 
the U. S. Bung Manufacturing Com- 
pany, Brooklyn, N. Y.; of the Penn- 
sylvania Water and Power Company, 


Baltimore, Maryland, and the Pen. 
sylvania Economy League, Philadel 
phia. He was treasurer of the Nayy 
Industrial Association; and for several 
years was a member of the Pension 
Board of the Presbyterian Church ip 
the U. S. A. He was vice-chairman 
of the Committee on Wage and Salary 
Administration of the National Asso. 
ciation of Manufacturers and chair. 
man of its sub-committee on Adminis- 
tration and Procedure Policies. He 
was a member of the American Man- 
agement Association and for many 
years took a leading part in the ac. 
tivities of the Marketing Executives 
Society. 

Mr. Armstrong was prominently 
identified with the social and philan- 
thropie activities of Lancaster City 
and County. He organized the Wel- 
fare Federation of Lancaster in 1926 
and was its first president, serving in 
that capacity for two years. He was 
a member of the board of directors of 


_ the Lancaster Free Public Library 


and a member of the advisory board 
of St. Joseph’s Hospital, a trustee of 
the Y. W. C. A. and of the First 
Presbyterian Church of Lancaster. He 
was president of the Lancaster Coun- 
try Club. In 1943 he took a prominent 
part in organizing the United War 
Drive for Lancaster County and was 
serving as a director of that organiza- 
tion at the time of his death. 


Mrs. Helen Lape Wallingford 


San FrRaNcisco— Mrs. Helen Lape 
Wallingford, daughter of Herbert N. 
Lape, chairman of the Board of Direc- 
tors of Julian & Kokenge Co., women’s 
shoe manufacturers of Columbus, Ohio, 
was killed in an automobile accident 
near Concord, Cal., Sept. 10. She was 
driving her own car and sideswiped 
an army truck. 

Mrs. Wallingford was 33 years of 
age. Her husband, Buckner Walling- 
ford, is serving with United States 
naval forces in the European theater. 
Besides her parents, she leaves four 
brothers and two sisters. The body 
was taken to Columbus and funeral ser- 
vices were held there Sept. 16. 


Elmer J. Taylor 


AvusurRN, WasH.—Elmer J. Taylor, 
owner of the Auburn Shoe Co., of this 
city, died recently, after operating 
this shoe business for 17 years. A na- 
tive of New York, he early come to the 
Puget Sound region. He was 78 years 
old at the time of his death. 

Long affiliated with numerous lodges 
and chapters of Masonry, Mr. Taylor 
had belonged to the top orders of the 
Knights Templar Commandery No. 4 
of Tacoma and of the Afifi Shrine, of 
Nobles, Puget Temple at Tacoma. Be- 
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BOOTS 


For Men and Women 


Ski Blucher Pattern 
Smooth Brown Split Leather Uppers 
inforced Brown Retan Leather Tip 

Nine Iron Full Oak Leather Midsoles 
Sixteen Iron Composition Rubber Outsoles 
Regulation Grooved Rubber Ski Heel 
Genuine Leather Sock Lining 
Green Felt Top Facing 

BUY NOW—STOCK LIMITED 

SEND RATION CHECK WITH ORDER 


THE ARNOFF SHOE CO., [O! DUANE ST., N. Y. C. 


sides his widow, he leaves two sons, 
Richard of Tacoma, and William of 
Washington, D. C., as well as two 
daughters and six grandchildren. The 
Knights Templar order in Tacoma had 
charge of funeral rites, with interment 
in Tacoma Cemetery. 


‘Ernest F. Peavey 


FARMINGTON, N. H.—Ernest F. 
Peavey, who was employed in the shoe 
industry for 72 years, is dead here at 
the age of 87 years. He went to work 
in a shoe factory as a boy of 12 and 
observed his 83rd birthday four years 
ago by doing his usual day’s work as 
acutter at the H. O. Rondeau Shoe Co. 
plant. 

Mr. Peavey was a native of Farming- 
ton and had worked as a shoemaker in 
factories in Farmington, Somersworth, 
Henniker and Rochester, N. H., Spring- 
vale, Me., and Poughkeepsie, N. Y. 4 

In his early days he was well known 
in this section as a dancer roller skater 
and high wheel bicyclist. In fact, he 
owned the first high wheel bicycle in 
Farmington. He was also an excellent 
billiard player. 

Mr. Peavey was a member of the 
Montaul Club and was formerly affili- 
ated with the local lodge of Odd 
Fellows. 

He is survived by a son, Lieut. Car- 
roll W. Peavey, now in the Army Air 
Corp, formerly headmaster of Spauld- 
ing high school in Rochester; and a 
brother, Will L. Peavey, of Farmington. 


Lewis G. Blake 


PASADENA, CaAL.—Lewis G. Blake, 
former owner-manager of the Blake 
Shoe Company here, died recently fol- 
lowing a four-months’ illness. He came 
to Pasadena from [Illinois and set up 
a shoe store twenty years ago. 


Sarkis Madiros 


PASADENA, CalL.—Funeral services 


for Sarkis Madiros, shoe merchant, 


were held here recently. A native of ance plan for employees. The event also 
October 1, 1944 ; 


Turkey, Mr. Madiros came to the United © 


States from Aintab, Armenia, and es- 
tablished a shoe business in New York 
City forty-nine years ago. In 1919 he 
came to Pasadena and established a 
retail footwear store. He was a very 
active community and church man, and 
had retired from business only a few 
months ago when ill health forced him 
out of active business. He retained his 
financial interests in several shoe 
stores, however, until his death. 


E. A. Fox 


Beacu, CaL.—E. A. Fox, 60, 
sales representative for the O’Donnell 
Shoe Co. in the West Coast and South- 
west territory for the past 18 years, 
died suddenly at his home here from a 
stroke. He is survived by a widow and 
daughter. 


Meininger Estate 
Valued at $50,000 


CINCINNATI, OHIO—An estate esti- 
mated at $50,000 in personal property 
and $2,500 in real estate is disposed of 
in the will of Charles Meininger, well 
known in the leather business. 

Mr. Meininger died recently at the 
age of 84, He was a retired saddle and 
harness maker connected with the Graf, 
Morsbach Company for many years. 

The ‘estate is to be held in trust for 
the benefit of a brother, Otto Meininger, 
New Kensingon, Pa., and his wife dur- 
ing their lives, after which the estate 
is to be distributed in equal shares to 
the International Y. M. C. A. and to 
nephews and nieces who survive the 
trust. 


Colonial Tanning 
Insures Employees 


Boston, Mass,—At a banquet in the 
Georgian Room of the Statler Hotel 
recently, attended by more than 100 


employees and guests, the Colonial Tan- | 


ning Company formally announced the 
inauguration of a pension and insur- 


BEN ORLICK 


N. Live Wire Jobber. 


200 Church Street, New York 
AT ONCE DELIVERY 


18 or 36 pair lets 


HIGH HEEL 


NON-RATIONED 


420 Sim. Patent Pump 

422 Sim. Black Alligator Pump 
423 Sim. Brown Aligator Pump 
421 Black Arrabuck Pump 


marked the twentieth anniversary of 
the organization. 

William E. Hays, New England Mu- 
tual Life Insurance Company, outlined 
the salient features of the plan, and 
pointed out that the basic purpose was 
to insure the future security of the 
company’s employees. and their depen- 
dents. One feature of the plan is that 
the entire cost is to be borne by the 
company without the usual employee 
contributions. 

After informal talks by the company 
officers, Joseph, Kivie, and Archie Kap- 
lan, outlining highlights of the com- 


’ pany’s history, entertainment was pro- 


vided and gifts were presented to all. 
7? 
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SADDLE SOAP 


COLT-CBROMWELL 


. 610 ATLANTIC AVENUE, BOSTON 10. mass 


JOBS 


LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town Well 


M: K. WEIL SHOE CO. 
1326 WASHINGTON AVE. 
ST. LOUIS 3, MO. 


Women's Shoes From 
America's Top Sources 


BARIS SHOE CO., INC. 
79 Reade St., New York 7, N. Y. 


Joins Monogram Slipper 

_ Sr. Louts, Mo—Joe Montford, for- 
merly general manager of the old St. 
Louis Shoe Manufacturing Company, 
and more recently cutting room fore- 
_man at Moulton-Bartley, Inc., recently 
Joined Monogram Slipper Company. 
He is serving as superintendent and 
ty man for this organization. 


To Manufacture 
Children’s Shoes 


Los ANGELES, CaLir.—The Bird Shoe 
Co. has been chartered by the State of 
California with an authorized capital- 
ization of $50,000. They intend to 
manufacture high grade _ children’s 
shoes and have leased space at 329 
S. Hill St., this city. Production will 
be in the charge of James E, McGrath 
who has been operating factories mak- 
ing children’s quality shoes. His past 
shoemaking connections are with some 
of the Eastern shoe factories. The 
plant is expected to start about Octo- 
ber 15, with an initial 500-pair daily 
production, 


Buys Children’s Play 
Shoe Firm 


BrRooKLYN, N. Y¥.—Gay Escapades, 
makers of misses’ and children’s play 
shoes and slippers, has changed hands. 
The new owner is Meyer Goldman, for- 
merly of Inter-Allied Slipper Co., Inc. 
The name of the firm has been changed 
to Belmont Footwear, Inc. 


Delman Shows Fall Line 


New York.—At a recent showing 
for the fashion press, Delman pre- 
sented his originals for Fall and Win- 
ter, 1944. These models were designed 
with dramatic interest in keeping with 
current fashion trends. 

Included were casual shoes, models 
for dress-up occasions and shoes to go 
with short and long dinner dresses. 
Casual types included a moccasin 
sandal on a very low heel and a walk- 
ing pump with saddle stitch trim; 


PLAID SHOE LACES 


PLAID SHOE LACES in stock 
for IMMEDIATE DELIVERY 
$3.60 per gross of 72 pair 
Write for Coler Card TODAY 
LYONS & COMPANY 
120 Deane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 yes 


FOR SALE 


Finest Misses’ Play Shoes 
California Construction 
Multi-colored red and white 
Sizes 12 to 3 
Avaliable at once 


MARTIN EPSTEIN 
47 West 34th Street, New York 


among the tailored models were thos 
in lustre lizard and baby alligator 
Dressy models featured fine suede 
sandals and pumps, accented with new 
feminine trims. Platform soles wet 
also shown, with hand carved lacquered 
sole and matching suede uppers. 


Remodel and Enlarge Men’s Department 


Washington, D. C._—Grosner of Washington recently remodeled its shoe depart 
ment. Opened four years ago in this 59-year-old men's store, the shoe 
grew so rapidly that an appeal for materials with which to enlarge was made fe 
WPB. Because of the crowded situation, the large sale of officers’ military shoes and 
the fact that practically no critical material was used, a priority rating was granted. 
forward stock capacity fripled. 


The selling space 


has been doubled and the 
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RUBBER FOOTWEAR 


MEN'S SNUGFIT RUBBERS 


Molded Process assures 


The new Irving's shoe salon in Erie, 
white, 


Erie, Pa.—Created to meet the de- 
mands of increasing business, Irving’s 
new shoe salon was opened here re- 
cently, and was greeted most enthu- 
siastically by the buying public. 

The new salon which has a floor 
space of 56 feet by 30 feet, is the ful- 
fillment of the ideal of the proprietor, 
Irving Volgel, who came to Erie in 
1937 after seventeen years’ service with 
[. Miller in New York, and who opened 
a.small shoe store on the present site. 

The color scheme of green and white 
with cyclamen highlights, and the en- 
tire interior, were designed by Mr. 
Volgel; the store is arranged so that 
wherever the patron sits she may see 
the accessories. The new shop carries 
shoes, gloves, handbags, costume jew- 


Pa. The columms are striped green anf 


and mirrors increase the apparent size of the selling space. 


elry and hosiery. Mr. Volgel does all 
of the shoe buying, while the accep 
sories are purchased by a New York 
representative, Herman Shapiro. 

The walls of the store are papersd 
in striped green and white with floral 
motif in cyclamen. There are wide 
wall insets of plain mirrors which re 
flect the store in such a way as & 
convey an idea of much space. Effee 
tive in its highlighting are recesses cut 
into the walls, painted cyclamen pink 
and lighted with an indirect system 
which gives the store a most luxurious 
air. 
The white chairs are upholstered in 
green and rose, and authentic curio 
tables with glassed tops, hold jewelry 
items for display. 


Receive Safety Plaque 


RocHester, N. H.—Employees of the 
shoe counter department of the Spauld- 
ing Fibre Co. in North Rochester have 
been presented a plaque by William B. 
Huddleston, resident engineer of the 
Liberty Mutual Insurance Co., jn 
recognition of working 2,085,822 man 
hours without a single lost-time acci- 
dent. This.is believed to be a record 
with few equals in New England. 

The workers have been encouraged in 
their efforts by “treats” from the man- 
agement. At the end of each three- 
month period without. accidents, the 
factory was closed down and ice cream 
served to all employees. A harvest 
supper, a theater party, a dinner and 
sports events were other rewards given 
to the workers while they were setting 
their enviable record. 

Clarence Johnson is superintendent 
of the Spaulding shoe counter division. 


Big Attendance at 
Michigan Showing 


Derroit, Mich. — September Shoe 
Showing by the Michigan Shoe Travel- 
ers’ Club was well attended, with up- 
state retailers in the majority on Sun- 
day.- Show lasted, three days, and 
accent was on pre-Winter showings. 


Demand was very heavy for patent 
leathers, suedes in both black and 
brown, and leather in available colors, 
in that order, but travelers reported a 
serious inability to deliver at this time. 
As a result of this shortage, retailers 
generally tended to order in larger 
quantities, in the hope: of getting a 
fair volume of deliveries, according to 
total purchase volume. Result was that 
buying was decidedly heavy at the 
September showing. 

Play shoes were still in good demand, 
despite the season, and non-rationed 
shoes were selling in land-office quanti- 
ties. 

Number of travelers exhibiting was 
high, despite the close dating of the 
next shoe showing, Oct. 2-8, which will 
be the last before the Annual Shoe 
Fair in November. 


Shetland Pony 
Store Opening _ 


KENT, WasH.—A Shetland pony at 
the grand opening, with free rides for 
the young folk, brought crowds and & 
youthful clientele to the new McGlenn’s 
Department Store, established recently 
in this city. Mr. and Mrs. Don Glenn 
are owners of this new store, featuring 
footwear in one of its departments. 
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STYLE C-17 


July Production Off 
22.1 Per Cent 


[CONTINUED FROM PAGE 65] 


Women’s shoe output totaled 7,888,- 
872 pairs in July, decidedly below the 
production for June of this year and 
July of a year ago. Total for the year 
so far was 67,718,008 pairs, 30.5 per 
cent below that for the same months 
the previous year. 

Misses’ and children’s shoe produc- 
tion in July reached 2,546,625 pairs, a 
decline from that of June, 1944, and 
July; 1948. Production for the Janu- 
ary through July period was 20,423,- 
643 pairs, an increase of 5.4 per cent 
over the same period the year before. 

Production of infants’ shoes for July 
fell to 2,091,285 pairs, lower than the 
June figure as well as that for July, 
1948. Production for the seven month 
period was 15,774,258 pairs, 7.0 per 
cent above that for the same months 
the previous year. 


Correction 

An item in the Review of the Retail 
Trade, published in the September 1 is- 
sue of Boot AND SHOE RECORDER, gave 
the erroneous impression that a special 
telease of certain stocks of children’s 
shoes had been given a New York store 
by the Office of Price Administration. 
The OPA states that no such release 
Was given, and the RECORDER regrets 
the publication of this erroneous infor- 
mation. 
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Corridor Becomes Modern Department 


Philadelphia, Pa.—A complete rehabilitation job, and effective use of a dark and 
narrow corridor in the Stern & Company department store here, is demonstrated 
in the department shown above. It was designed by Freda Diamond, industrict 
designer and interior architect. 

Lining the entire back wall of this alley-like corridor with giass, and strategic- 
aily lighting the compartment from behind the glass, Miss Diamond's attention was 
focused on this department, giving it « light and ettrective a rence on the 
floor. The walls are painted yellow-pecch while the upholstery is accented with 
coral. The carpet and the exterior walls of the department are grey-biue. 


An lateresting feature was introduced in the curved entrances to the stockroom, 
eliminating the necessity of swinging doors and certains, yet obscuring the working 
department from the view of the customers. 
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MEN’S SLIPPERS 
KNOCKABOUT 


IDEAL GIFT 
HORSE HIDE UPPERS 


Moccasins, Slippers, Work-Shoes 


CONJOR SHOE CO. 
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The C. A. Haines 


CHILDREN'S SHOES 


Public Relations Forum Feature of Fair 


Program Planned for Better Understanding of Manufacturers’ ang 
Retailers’ Mutual Problems—Four Retailers and 
Four Manufacturers to Speak 


Cuicaco, Itt.—The National Shoe 
Fair, to be held in Chicago, October 30, 
31-November 1, 2, 1944, sponsored 
jointly by the National Boot and Shoe 
Manufacturers’ Association and the 
National Shoe Retailers’ Association, 
introduces at the 10th Annual Fair as 
part of the educational program a 
“Public Relations Forum.” 

The meeting will be held in the Club 
Building Dining Room, Palmer House, 
on Wednesday, November 1, starting at 
10:00 A.M. and closing at 4:00 P.M. 
No luncheon is planned but a recess 
will be taken following the last morn- 
ing session at 11:30 A.M., resuming the 
afternoon sessions starting at 2:30 
P.M. Harold R. Quimby, secretary of 
the National Boot and Shoe Manufac- 
turers’ Association, has been appointed 
general chairman of the meeting and 
will preside. The program has been 
planned to bring manufacturers and 
retailers together in closer contact for 
the purpose of forming a better under- 
standing of the mutual problems of 
production and distribution as it affects 
merchandising, selling and related dif- 
ficulties of the industry. The program 
is evenly divided with four retailers 
and four manufacturers, all authorities 
on merchandising and selling, sharing 
the honors of handling the eight sub- 
jects selected for the forum discussions. 

The program of scheduled addresses 
and the time-table of events is as fol- 
lows: 

Wednesday, November 1—10:00 A.M. 
“The Function of Public Relations,” 


H. D, Erk, Julian & Kokenge Co., 0 
lumbus Ohio. His subject will cove 
the over-all function and broad scope 
of public relations, stressing shoes and 
shoe merchandising; 10:30 A.M. “Py. 
lic Relations from Manufacturing 
Point of View,” Marshall B. Cutler, 
P. J. Smith Shoe Co., Chicago, IIL, in. 
cluding related problems and their ap. 
proach with reference to materials, 
manpower, supplies affecting future 
production and merchandising prob 
lems; 11:00 A.M. “Public Relations 
from a Fashion Point of View,” Har. 
riett Coplin, Johnson, Stephens & Shin- 
kle, St. Louis, Mo., full discussion of 
color and fashion promotion and mer- 
chandising procedure; 11:30 AM. 
“Public Relations Tie-Up Between 
Manufacturers and Retailers,” Frank 
Cornwell, Brown Shoe Co., St. Louis, 
Mo., explaining the importance of full 
development of good will between 
manufacturing sales organizations and 
retail outlets. 

Following this session a recess will 
be taken, resuming afternoon discus- 
sions at 2:30 P.M. “The Approach to 
Obtaining Good Public Relations,” 
Michael Murphy, Krupp & Tuffly, Inc, 
Houston, Tex., procedure for retailers 
in establishing public relations through 
use of all advertising and display me- 
dia; 3:00 P.M. “Public Relations in Re- 
gard to Training of New Personnel,” 
William Pidgeon, Pidgeon’s Shoe Store, 
Rochester, New York, stressing the im- 
portance of educational programs for 
the selling staff keyed to need of cor- 


Patio Idea in New Children’s Section 


Los Angeles, Calif.—The Fifth Street Store opened a new children's shoe section 
with Mrs. Arlene Herbert in charge. The setting for the section is @ 


recently 
colorful patio idea. Seats are ia red and green leather, with stock concealed. 

In the photo, left to right: L. Hougland, assistant buyer, basement shoes; Mrs. 
Arlene Herbert, assistant buyer, fourth floor children's shoes; J. E. Harweil, shoe 


buyer for the Fitth Street Store and Lysie Weaver, assistant buyer 
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Plastic- Soles 


WESTERN BOOTS 


INCREASINGLY POPULAR 


e Selected Elk Uppers 

e Authentic Western Styling 
e Drill Lined Vamp 

e Reg. Pull Straps 

e Fancy Embossing 

e Underslung Heels 

e Welted Side-Seams 

e Featured in Black or Brown 


ARNOFF SHOE COMPANY 


+101 DUANE STREET NEW YORE. N. Y. Ladies’ 3-5 475 


FIT COMES FIRST 
with the original 


if 


te 


Curved type iron 
Special combination offer %32.50 (fluids 
included in above prices). 


Send your order or write for detail information. 


E. C. SMELTZER CO. 
121 BE. Sist Street, Indianapolis, Ind. 


rect fitting and building store prestige 
through customer contact; 3:30 P.M. 
“Public Relations 
Fashion Developments” Albert Wachen- 
heim, Jr., Imperial Shoe Store, New 
Orleans, La. emphasizing properly or- 
ganized public relations approach to se- 
cure greater acceptance from the in- 
troduction of new styles colors, mate- 
rials; 4.00 P.M. “The Ultimate Con- 
sumer,” Irving Edison, Edison Bro- 
thers, St. Louis, Mo., recognizing the in- 
dustry’s responsibility to the consumer. 


To Show at Chicago 


CINCINNATI, OHIO — The Krippen- 
dorf-Dittman Company, manufacturers 
of women’s shoes, will show a. full line 
at the Chicago Shoe Fair, F, X. O’Brien, 
vice-president, has announced. 

Production is being maintained at a 
g00d pace, Mr. O’Brien reported. 
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Planned to New ° 


Shoe Club to Hold 
Dinner Meeting 


New YorkK—Shoe Club of New York 
will hold its first dinner of the season 
in the Green and Blue Rooms of the 


Hotel McAlpin, here, Wednesday eve- 
ning, October 11. This will be the first 
dinner meeting of the club at which the 
new president Everit B. Terhune, will 
preside. 

Robert Binger of Newcastle Division, 
Allied Kid Company will be the fea- 
tured speaker. Entertainment and 
dancing will be enjoyable aspects of the 
SH which will be a ladies’ night as 


‘William H. Hamlin Retires 


Utica, N. Y.—William H. Hamlin, 
proprietor of “Hamlin’s” retail shoe 
store here for 53 years, retired recent- 
ly. The store has long been an institu- 
tion in Utica. 


Mr. Hamlin’s father, Jacob J. Hram- 


lin, began making shoes to order in 
Utica in 1848. “Billy” Hamlin was 
one of a family of 12. He worked in a 
drug store after graduation. from 
school, and later in the wholesale shoe 
houses of Tallman & Hurd and Hines 
& Hurd. After five years he went into 
business for himself, and a little later 
was helped in the business by his wife. 


Plan Sales Conference 


CINCINNATI, OHIO—The U. S. Shoe 
Corporation with one of its major fac- 
tories and general offices located in 
Cincinnati announced recently that a 
sales conference assembling representa- 
tives from all parts of the country will 
be held in Cincinnati beginning Oct. 24. 
Joseph Stern, president, disclosed that 
the 1945 line and advertising plans will 
be outlined. 
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Classified and 


SALESMEN WANTED 


HELP WANTED 


Essential Workers need Release Statements 


Essential Workers need Release Statements 


S ALESMEN WANTED: BY MANUFAC. 
TURER OF MEN’S AND BOYS’ Good- 
and McKay Welt Work and Sport Shoes. 
Shoes arte. in stock and shipped from Ware- 
ted throughout the United agen 


ore open in nearly every State in 
ion. 
corder, 100 East 42nd. Street, 


New York 17, 


SHOE SALESMAN 


SIDELINE 
Sell Nationally adve Hollywood Shoe 
Polish to FFs mo customers. commission 
basis. rite immediately you are 


selling, territory covered, also references. 


HOLLYWOOD SHOE POLISH 
Richmond Hill 19 New York 


NATIONALLY KNOWN 
MOCCASIN MANUFACTURER 


Trade. Commission 
youre for right man. State qualifica- 


Address ae care BOOT & SHOE RECORDER 
100 East Street, New York 17, WN. Y. 


SALESMEN WITH FOLLOW- 
oe for Line of Women’s House Sli 

BOX 147, BAY SH 
NEW YORK. 


SALESMEN WANTED 


‘One of Boston’s leading Distributors of Men's and 
Bogs’ Popular Priced Footwear has openings for 
Sealesmen in the f > ; 
Western lvania; Western Virginia; West 
Virginia and Eastern 3 3 - 
ana; Okishoma; California. Staples and high 
styles. Commi: 

Address Bex B-308, BOOT & SHOE RECORDER 

10 High Street, Boston 10, 
WANTED 

SALESMAN to cover Alabama, Gomme 
and Florida; someone liv- 


ig in Birming carrying Women’s 

Shoes, on strictly commission 
basis. No objection to non-conflicting 
side 


New York 17, N. Y. 


non-rati 

Girls’ Shoes; All territories 
dress #312, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


WANTED TO REPRESENT 
RUBBER FOOTWEAR COMPANY ana- 
ly advertised brands. 
e 8 experience. In applying please 
mention previous experience. Excellent 
tunity. Address #310, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 


FAST LINE OF SLIPPERS AND SAN- 
for the Retailer Men 
ROSS, 76 


SHOE 
MEN: is a wonderful 


SALES 
in 


Health Shee Shope for sen ith chee 


tailing experience who are capable of 
responsibility and taking complete charge 


HEALTH 


Address: 
SHOE SHOPS” INC., Industrial Ave- 
aue, Danville, Illinois. 


POSITION WANTED 
EXECUTIVE 
SHOE MAN 


ng; Buying; Convincing back. 
ground of promoting; merchand 
personnel supervision; displays, pe 
advertising. Go anywhere. 


Address Box seu. | BOOT ty REC 
100 East 42nd Street, New York, N. yee 


LINE SALESMAN 


HOE SALESMAN...........-Earn $250.00 


OF THE SOUTH. Connminsion basis, $50.00 
The Guarantee Shoe Co. 


Der week 
San Antonio, Texas. 
ATTERN MAKER AND DESIGNER on 
Play Shoes and Slippers. One residing in 
New York City. BELLE CRAFT SLIPPER 
CO., 88 35th Street, Brooklyn, New York. 


HOE 

S per week in this well known Family Shoe 

whose annual sales exceed 

—t only to the better class. Women's 
Shoes $7.95 to $25.00 a pair; a $7.95 to 

$16.50 and Children’s in THE 

GUARANTEE SHOE ce MPANY, SAN 

ANTONIO, TEXAS. 


gl STORE MANAGERS: Fast Growing 

Retail Chain in Middlewest; excellent op- 
portunity with a splendid future. Top salaries 
and bonus arrangement. Need good men for our 
full information. 
» experience and salary desired. Ad- 
dress #316, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


W ANTED: EXPERIENCED MAN FOR 
HIGH GRADE FAMILY SHOE gpd 
must be qualified in fitting ‘Orthopedic, also 
Novelty Shoes. . Salary no object for conscienti- 
ly those with above qualitica- 

need apply HOLLENBERG BROS. 
INC, 264 Jackson Avenue, Jersey City 5, 
New "Jersey. Bergen 3-4534. 


small Clothing and Shoe 

Store, Franklin, Indiana, near large Army 
Camp. Salary $250 month, with excellent 
post-war possibilities for advancement. 
diate opening. Wire Pe. write full d 


ete. J. J. SHOLEM, 
AMPAIG ILLINOIS. 


MANAGER WANTED: Large, well estab- 
lished Family Shoe Store, Pittsburgh dis- 
trict; meeds man capable of taking full charge. 
Worthwhile 


unity for right man. Address 
#321, care hoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


POSITION WANTED 


MANAGER, SUPERVISOR, ASSISTANT 
TO OWNER, thoroughly experienced shoe 
man, 35 years old; married; trustworthy, 1e- 
liable, progressive, go-getter. erences 
proven ability. No small or large organiza- 
tion should overlook “nie opportunity to ac- 
wire the services of an all round man. For 


& Shoe Recorder, 100 East 42nd 
York 17, N. Y. 


SALESMEN: Earn $75.00 to $100.00 . 


Essential Workers need Release Statement 


[NFANTS SHOES, SOFT SOLE, FIRST 

STEPPERS, carried in stock. Many states 
available; Sideline for men calling on Lafant? 
Shops, Shoe Stores, Department Scores and 
General Stores. Commission. Address #314 
care Boot & Shoe Recorder, 100 East 4am 
Street, New York 17, N. Y. 


SALESMAN WANTED: Fie 
Line of ‘Bronzed Baby Shoes. Excellent 
t business item for all Department ag 
etail Shoe Stores handling Children’s Stam 
Generous commissions—very little to 
samples are p 
Write or visit 


Street, New York City. 


‘SIDE LINE WANTED 


SIDE LINE WANTED FOR NORTH 
CAROLINA. mn working established 

territory wants line of 

dress #20": care Boot & Shoe 

East 42nd Street, New 17, N. Y. 


LINE WANTED 


Essential Workers need Release Statements 


W ANTED, BY AN OUTSTANDING 
SALESMAN, Line for Virginia, Wat 
Virginia, Maryland, North and Care 
lina, Outstanding accounts. Eleven years wit 


Boot & Shoe 
Sereet, New York 17, 


M®X3, MEDIUM GRADE OR WOMENS 

FORT for New York, Pennsylvania ant 
Okie. Good following and "can furnish satit 
factory references. Address #318, care Bout 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


WANTED TO PURCHASE 


INDIVIDUAL DESIRES 10 
BUY SHOE STORE 


Address $310, care Boot & 
100 Rast 42nd Sérect, New York tf 
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LINES WANTED 


WANTED TO PURCHASE 


WANTED TO PURCHASE 


fmential Workers need Rel 


WES WANTED FOR WEST 


EXPERIENCED SALESMAN who has 
gered territory from Denver to the West 
Gost for a number of years is desirous 
securing a smart line Women's 
[esther Sandals and a Line of Leather 
Moccasins, with other Specialties. 
Has had a most successful career; covers 
te territory thoroughly; knows all the 
important buyers and is a reliable and 
industrious individual. Best of references 
£218, BOOT & SHOE RECORDER 
Eest 42nd Street, New York 17, New York 


FOR SALE 


YOUR NAME PR 


1235 Washington Avenue—St. Louis, 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
convert into cash and ration 


OTECTED ... 
SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


currency 
WRITE — WIRE OR PHONE 


SELL YOUR SURPLUS STOCKS 
to 
KIRSCH-BLACHER CO., INC. 


198-110 Duane Street, New Yori 
Phone: WOrth 2-5377 and S878 and S379 


SHOES BOUGHT 


Men's Women's Children's 


BARIS SHOE CO., INC. 


7? Reade St., New York 7, N. Y. 
Quality Shoe Dealers 


LADIES FULL HOSIERY, 
irregulars and seconds better grades. 
MAGNOLIA HOSIERY COMPANY, 35 N. 
Third Street, Philadel; Pa. 


sv SUPPLIES AND APPLI- 

ubber Arch Pads, Cushion 
Insoles, Mol Leather Shells. Write for 
Gmlogue. VOSBURG FOOT APPLIANCE 
QOMPANY, AUSTIN, TEXAS. 


FOR SALE 
SMARTEST WOMEN’S STYLE SHOE STORE 


in very steady Midwestern town of 
5,000; Stock exceptionally clean. Store 
Bnd mame regarded as best. $6,000 
buys insured future. 

Adiress Box £320, BOOT & SHOE RECORDER 
East 42nd Street, New York 17, WN. Y. 


Retires frou Repair Business 
Eiwoop, Inp,—J. Nett Nuzum, 88 


years old, who says he is one of the last 
@bblers in. Indiana making shoes to 


WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 7-788. 


SELL YOUR. JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 


WE BUY 


SHOE STORES 


ARSH & CEASAR 


MARact 


CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
420 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 


a@der, has retired from the shoemaking 
aid repairing business, which he has 
followed 76 years, 

When he was six years old, he in- 
lerited the shoemaking tools of his 
grandfather, John Carpenter. During 
the last two years of the Civil War, 
ie assisted his father’s cousin in mak- 
ing and repairing shoes. 

Mr. Nuzum says he made his first 
ot at the age of 12, when he fashioned 
iets for himself and his brother and 
thoes for his mother, all from the same 
iin. His mother, who lived to be 90, 
Never again wore shoes made by any- 
me else. 

Since he came to Elwood in 1885 he 
as owned and operated shops in sev- 
@al sites. He occupied the shop he 
Wired from more than 30 years. He 
at one time was chief of police here, 
Was a teacher of a men’s Bible class 
& the First Methodist Church for 58 
years, and has been active in the Odd 
Fellow Lodge since June, 1877. He 
i senior past grand patriarch of the 
Widge in Indiana. He also is captain 
tf the canton here, organized in 1899, 
Which won 11 national contests, and is 
& charter member of Knights of 


Pythias and Masonic lodges. 
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New Draping Idea Featured 


SEATTLE, WASH.—A novelty in foot- 
wear, the shoe salon on the first floot 
of Frederick & Nelson, here, has fea- 
tured “the draped shoe.” Hailed as a 
new idea in footwear, the shoe consists 
of a sculptured wedge through which 
a variety of uppers can be draped. 
Since it is applicable to all sorts of cos- 
tumes, and the colorful draping can be 
changed at will, it has attracted con- 
siderable attention—especially since it 
is ration free. 


In New Location 


SEATTLE, WASH.—Long prominent as 
a Fifth Avenue shoe store, with lead- 
ing national brands of footwear for 
men and women, the Drew-English 
shop has moved to temporary quarters 
upstairs in Room 201 of the 1331 Third 
Avenue Building. The firm expects to 
move into its new permanent location 
at 1827 Third Avenue shortly. This 
location is now being fitted with new 
appointments and background. 


Stocks Plentiful in 
Manchester Stores 


MANCHESTER, N. H.—A local news- 
paper survey has revealed that stocks 
in Manchester stores are more plenti- 
ful than those in many other New Eng- 
land cities. Even a good quantity of 
rubber footwear was found available 
for children returning to school. 

The report read: “The writer has 
seen more women’s stockings displayed 
in local shop windows this week than 
in more familiar shopping centers 
about New England since before Pearl 
Harbor. True, they are not nylons, but 
whether they are rayons, chiffon sheer 
or glamour sheer, they’re offered for 
sale, without that plaguing ‘one pair 
to a customer’ limit.” 


New Shoe Store Opens 


PULLMAN, WASH.—With “shoes for 
everyone” as its slogan, the Duynslager 
Shoe Store has recently been opened 
here in the building which was former- 
ly occupied by Kim’s Toggery. 
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KEEP Srashed CLEAN 


Clean brushes last longer and do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
On the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 


Power brushes should be clean- 
ed at least twice a day. 


faster. Too much pressure can 
also mat down the hair or bris- 
tles causing them to cut against 
each other. 


USE ALL OF THE Brack 


Another way to get maximum 
service from a power brush is to 

_ move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 

‘ hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 


all possible production. 


Brushes not in use should be kept in a dry oa. 
box, closet or storeroom with plenty of as 
moth repellent. Bristle and hair are both hes 
favorite foods of the moth. 


TAKE GOOD CARE OF WHAT YOU HAVE 


UNITED SHOE MACHINERY 


CORPORATION 


Boot and Shoe Recordef 
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